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Have you a “hidden gold mine” of potential earning 
capacity which with 

— an opportunity 

— practical sales training 

— result-producing direct mail 

— thorough and consistent field help 


— friendly cooperation at all times 


would help you realize your goal? 


Salesmen with the ambition to succeed will find a real 
opportunity with 
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METROPOLITAN LIFE INSURANCE COMPANY 


FREDERICK H. ECKER, Chairman of the Board 
Leroy A. LINCOLN, President 


NEW YORK CITY 


To all Metropolitan Policyholders: 


Three and one-half years ago, we decided to devote part of our advertising 
effort to explaining how a life insurance company operates. 


Since then, we have published thirty-nine advertisements having this as 
their aim. We have told you about mortality tables, dividends, surpluses, 
diversification of investments, and many other subjects. However, so far 
in the series we have not covered in detail Metropolitan agency practices 
and principles which govern life insurance selling activities. 


Accordingly, we are devoting this and several succeeding messages to 
their explanation. 


The principles underlying our sales practices are designed to help us 
provide you with the kind and amount of insurance protection you should 
have at the lowest cost consistent with safety. Briefly stated, these 


basic selling principles are... 


1. Your life insurance program should be fitted to your own 
particular needs and those of your family. 


2. In taking out life insurance, full consideration should be 
given to the relationship between your income and your in- 
surance needs. 


As your insurance needs change, or your income varies, 
your insurance program should be fitted to your new situa- 
tion in whatever way will best serve your interests and 
your family’s. Your Company or any representative will 

be glad to advise you in such cases without charging you 


a fee of any kind. 


4. The Company should do everything it reasonably can, not only to 
make it convenient for you to keep your life insurance program in 
force, but also to help fulfiil iis objectives. - 


Life insurance companies have found that the most satisfactory way to 
help you accomplish these things is through the Agency System. Metro- 
politan agents are especially trained in life insurance, so that they may 
be equipped to help you with your problems. This method of selling life 
insurance has been given the stamp of public approval by generations of 





policyholders. 





Frederick H. Ecker, CHAIRMAN OF THE BOARD 
Leroy A. Lincoln, PRESIDENT 
1 MADISON AVENUE, NEW York, N. Y. 





COPYRIGHT 1941__METROPOLITAN LIFE INSURANCE CO 


This is Number 49 in a series of advertisements designed 
to give the public a clearer understanding of how a life 
insurance company operates. Copies of preceding ad- 
vertisements in this series will be mailed upon request, 


Metropolitan Life 


Insurance Company 
(A MUTUAL COMPANY) {45 








THIS IS THE FORTIETH in Metropolitan’s series of advertise- 
ments designed to give the public a clearer understanding 
of how a life insurance company operates. It appears in: 
Collier’s, Aug. 2; Saturday Evening Post, Aug. 2; Business 


Week, Aug. 2; Time, Aug. 4; American Weekly, Aug. 3; This 
Week, Aug. 10; Forbes, Aug. 1; United States News, Aug. 1; 
Cosmopolitan, Sept.; Nation’s Business, Aug.; Fortune, Aug.; 
Newsweek, Aug. 4; American Mercury, Aug. 
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Insurance Accepts 
Wage and Hour 
Compliance 


Representatives of 90°, 
of Insurers Agree to 
Program of Cooperation 


WASHINGTON—General Philip B. 
Fleming, federal wage and hour admin- 
istrator, announces that voluntary com- 
pliance programs have either been 
started or promised by a representative 
group of insurance companies. 

A personnel classification study was 
made by the wage and hour division to 
determine legitimate exemptions in co- 
operation with seven employer aSsocia- 
tion groups. 

Cooperating with the department of 
labor officials and representing 90 per- 
cent of the individual companies in the 
blanket industry compliance effort are: 
Vincent P. Whitsitt, manager and gen- 
eral counsel of the Life Presidents Asso- 
ciation; Col. Charles B. Robbins, man- 
ager and general counsel of American 
Life Convention; C. W. Fairchild, gen- 
eral manager Association of Casualty & 
Surety Executives; Frank S. Rowland, 
Life Office Management Association; 
John M. Holcombe, Jr., Sales Research 
Bureau; Harry Cooper, Jr., National 
Association of Mutual Insurance Com- 
panies, and J. H. Doyle, general coun- 
sel National Board of Fire Under- 
writers. 


American Mutual Alliance 


The American Mutual Alliance has 
already informed General Fleming that 
its companies have begun their program 
of voluntary compliance with provisions 
of the law. 

Results of the personnel classification 
Study will be used as a guide in the 
determination of executive and adminis- 
trative exemptions during the compli- 
ance drive. For benefit of all companies, 
a compliance manual dealing solely with 
insurance situations will be prepared 
and the inspection staff will conduct 
future insurance inspections in accord- 
ance with that manual. This same con- 
sideration will be made available to 
independent companies not represented 
by the cooperating groups, the an- 
nouncement said. 

“The policy of the wage and hour 
division is to be helpful, to aid employ- 
ers in complying with the law rather 
than wait for them to get into trouble 
and then pounce on them,” General 

leming pointed out. “Companies with 
which we are working have been very 
helpful and we are highly pleased in 
being able to add another important step 
mM Our program of accomplishing com- 
Pliance by cooperation.” 

While the employer groups assured 
the wage and hour division of coopera- 
tion so far as compliance is concerned, 
all stated they would continue to main- 
tain that the law does not apply to in- 


New C.L.U.’s Number 212; McAndless and 
Metropolitan Has 48 


As a result of the most recent C.L.U. 
examinations held at 90 centers June 
12-14, 212 were granted full credit and 
now join the ranks. of the 1,845 who 
preceded them in attaining the C.L.U. 
designation. There were 303 candidates 
who shot for the final mark this year. 
Altogether 1,616 took one or more parts 
of the examination. These candidates 
represented 333 cities and towns in 44 
states, the District of Columbia and 
Hawaii and are associated with 89 dif- 
ferent insurance companies. 

Metropolitan Life, which in the past 
few years has been manifesting intense 
interest in the C.L.U. movement, stands 
number one in respect of the number 
of new C.L.U.s. There are 48 Metro- 
politan Life representatives on the list. 
Prudential is in second place with 17. 
Then comes Massachusetts Mutual with 
12, and Equitable Society and Mutual 
Life with 11 each. John Hancock Mu- 
tual and Penn Mutual each has 10 rep- 
resentatives on the list. New York Life 
and Mutual Benefit Life each has seven, 
Northwestern Mutual, six, Southwest- 
ern Life and Connecticut Mutual each 
has five; Connecticut General and Na- 
tional Life of Vermont, four each; 
Guardian Life, Provident Mutual, New 
England Mutual, Union Central and 
Pacific Mutual, each has three. 

The companies that have two repre- 
sentatives on the list are Phoenix Mu- 
tual, Aetna Life, Great Southern Life, 
Lincoln National, Central Life of Iowa, 
Acacia Mutual, Travelers, Great-West, 
Reliance Life, Equitable of Iowa, and 
Midland Mutual. 

Each of the following companies has 
one representative: Rio Grande National 
Life, Ohio National Life, Fidelity Mu- 
tual, Volunteer State, Jefferson Stand- 
ard, Continental American, Protective 
Life, Canada Life, Continental Assur- 
ance, Midland Life, Sun Life of Canada, 
Indianapolis Life, and in addition there 
was One member of the Life Insurance 
Sales Research Bureau to qualify. 


Agency Management Winners 


Three candidates successfully com- 
pleted the examination in life insur- 
ance agency management which was 
held concurrently with the C.L.U. ex- 
aminations and they will be awarded 
the certificate in life insurance agency 
management of the American College at 
the annual conferment at Cincinnati, 
Sept. 18. The successful candidates are 
Emanuel M. Belkin, Prudential, New- 
ark; Bernard M. Eisenberg, New Eng- 
land Mutual Life, New York, and Rich- 
ard deR. Kip, University of Pennsyl- 
vania, Philadelphia. This makes a total 
of 80 who are qualified for this certifi- 
cate. Nine candidates presented them- 
selves this year for either or both of 
the two parts of the examination. Only 
those who have earned the C.L.U. desig- 
nation or certificate of proficiency are 








surance companies because they are not 
engaged in interstate commerce. 

The Association of Casualty & Surety 
Executives has recommended compli- 
ance with the act by each of its mem- 
ber companies. 


eligible to take these management ex- 
aminations. 

Due to continued emphasis upon the 
four-year program of study for the 
C.L.U. designation, 99.2 percent of this 
year’s candidates undertook the exam- 
inations in installments, only .8 percent 
of those presenting themselves this year 
for all of the five parts in which the 
C.L.U. examinations are divided, as con- 
trasted with 42.8 percent 10 years ago 
and 4.3 percent five years ago. 


Passing Ratio Improves 


There was a substantial improvement 
in the passing ratio. The candidates 
took a total of 2,524 examinations of 
which 67.9 percent were passed. This 
compares with a passing ratio of 62.3 
in 1940. It is believed that the field 
work of the educational advisory de- 
partment, the regional conferences at 
which 170 C.L.U. leaders from all parts 
of the United States have come together 
to discuss their educational plans and 
problems, as well as the teachers man- 
ual and C.L.U. study supplements, have 
been important factors in reversing the 
former trend. 

Nine hundred eighty-two candidates 
were awarded credit for all of the ex- 
aminations which they undertook. Two 
hundred and forty-eight others were 
given credit for passing one or more of 
the five examinations. 

As a result of this year’s examinations, 
2,057 have now completed the entire 
series of examinations and 3,043 others 
have credit for successful completion of 
some of the five parts, thus making a 
total of 5,100 who have demonstrated 
their knowledge in all or some of the 
fields of subject matter covered by 
C.L.U. examinations. Of the 3,043 who 
have not yet finished all installments 
of the examination, 267 (as compared 
with 223 in 1940) have credit for four 
of the five parts, 588 (as compared with 
508 in 1940) have credit for three parts, 
1,107 (as compared with 1,006 in 1940) 
have credit for two parts, and 1,081 (as 
compared with 1,009 in 1940) have 
credit for one part. 


Experience to Be Examined 


Experience credentials of the 212 
candidates who completed the examina- 
tions this year, and whose names fol- 
low, will be reviewed by the registra- 
tion board at a meeting in August with 
a view to determining whether the ex- 
perience requirements for the particular 
diploma which the candidate is seeking 
have been fully met. On the basis of 
past experience, a large proportion of 
those who are here listed will have their 
credentials approved at this meeting and 
will then be eligible to receive their di- 
plomas at the fifteenth conferment of 
the American College to be held at Cin- 
cinnati Sept. 18 in conjunction with the 
annual convention of the National As- 
sociation of Life Underwriters: 


Adams, John F., Metropolitan, 
Britain, Conn.; Aldrich, Kenneth L., man- 
ager, Guardian Life, Oklahoma City; Al- 
ford, Don K., assistant manager, Pruden- 
tial, Chicago; Allen, Thomas P., general 
agent, Massachusetts Mutual Life, Day- 
ton, O.; Appel, Alvin F., New York Life. 
Los Angeles; Apperman, M. Selig, Phoenix 


(CONTINUED ON LAST PAGE) 


New 


N. Y. U. Professor 
on Cincinnati Card 


Eight Top Producers 
Billed for Million Dollar 
Table Hour 


The speaking personnel for two major 
features of the Cincinnati convention of 
the National Association of Life Under- 
writers Sept. 15-19—the American Col- 
lege hour and the Million Dollar Round 
Table hour—have been announced by T. 





A. J. MeANDLESS 


M. Riehle, Equitable Society, New York, 
program chairman. 

Appearing on the American College 
Hour will be A. J. McAndless, president 
of Lincoln National Life, and Dr. Mar- 
cus Nadler, professor of finance at New 
York University. The chairman for the 
session will be Julian S. Myrick, man- 
ager for Mutual Life in New York City 
and chairman of the American College. 
Mr. McAndless will discuss “The Trend 
of Interest Rates and Its Relation to 
Life Insurance,” while Dr. Nadler’s topic 
is “The Possibility of Inflation and Its 
Effect Upon Life Insurance.” 


Eight Producers Slated 


Eight top producers will discuss “Mil- 
lion Dollar Approaches” on the Million 
Dollar Round Table hour which will be 
presided over by the chairman of the 
group, H. Kennedy Nickell, Connecticut 
General, Chicago. They include Oscar E. 
Carlin, John Hancock Mutual Life, Co- 
lumbus, Ohio; Thomas D. Harvey, Mu- 
tual Life, Chicago; Robert P. Bur- 
roughs, National Life of Vermont, Man- 
chester, N. H.; Mrs. Sis Hoffman, Union 
Central Life, Cincinnati; I, Austin Kelly, 
III, Union Central Life, White Plains, 

(CONTINUED ON PAGE 18) 
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Significant Moves Made 
to Meet Agency Problems 


By JOHN F. WOHLGEMUTH 


Publication of first-year results on the 
Arnold plan of paying agents for re- 
newals, as used by Northwestern 
National Life, and extension of the plan 
to brokers and general agents, again 
draws attention to the serious problem 
of agency building. As President O. J. 
Arnold points out, the good results on 
the first year’s experience may be due in 
part to improved economic conditions, 
but the extension to brokers and general 
agents indicates that the company itself 
feels the theory is proving up in prac- 
tice. 

The Arnold plan for agents gives the 
usual vested renewals, or “nine fives,” 
which may be regarded as a concession 
to the necessities of competition. The 
heart of the plan, however, is in the 
bonus for persistent business. If his 
persistency is above the average the 
agent gets more than the guaranteed 
5 percent, and if his persistency is very 
high the payment for renewals becomes 
very sweet. The reward to the agent 
applies to all his renewal earnings of a 
given year, and not merely to the excess 
by which his renewal percentage exceeds 
the average. 


Rate of Return Increased 


The agent can increase his persistency 
in two ways: First, by careful selection 
and thorough selling when the business 
is put on, and second, by individual 
work on specific renewals. Ordinarily, 
an agent’s work on a renewal is com- 
pensated solely by the application of 5 
percent to the premium involved. Thus 
on the old plan if a $1,000 policy, with 
a $20 premium, is up for renewal, the 
agent has $1 at stake, plus of course 
his hopes of future renewals. If the 
insured is inaccessible, or hard to con- 
vince, the agent may not make much 
effort on the renewal. However, on the 
Arnold plan, that $1,000 renewal may 
affect the rate of return on all his 
renewals for that year. Suppose an 
agent has 30 renewals for a given year. 
Suppose he can ordinarily’ expect to 
renew 20 of them. Under the old plan 
he gets 5 percent on the 20 premiums. 
On the Arnold plan, if he renews one 
extra, he increases his return on all. If 
he renews 22, there is another jump, 
while if it gets up to 24 or 25, his in- 
creases are rapid. If he renews the 
whole 30, he is getting into important 
money. 

While the “nine fives” are guaranteed, 
there is a saving clause that if an agent 
leaves the company, all renewals paid 
above 5 percent shall be considered as 
prepayment of future fives. Thus an 
agent cannot draw big renewal figures, 
then leave the company and continue 
to get the guaranteed fives. 

If the Arnold plan is producing visible 
results, they are probably due to the 
incentive given to conservation work. 
The plan has not been in use long 
enough to show much result from origi- 
nal selection or original selling. 


Other Factors Affect Earnings 


The key to constructive field work 
does not lie entirely in the mode o 
paying commissions. Warner C. Wil- 
son, a rate-book president of the Cin- 
cinnati Life Underwriters Association, 
on taking office sent to members and 
company Officials a strong plea for cor- 
rection of practices that consume the 
selling time of the agent. Mr. Wilson 
complained of the desk work required of 
agents who wish to do a cood job of 
programming. He pointed out that the 
recruiting problem and agency building 
problem depend on the net financial 
results to the agent. An agent’s pro- 
ductive time, the time that yields him 
a living, is the time spent in canvassing 
and selling, Mr. Wilson’s cure for the 


lost time to which the conscientious 
agent is subjected is the agreement of 


the companies on a few simple settle- 
ment option’ agreements that will take 
care of the majority of cases. There 
are hundreds of settlement option agree- 
ments, but probably 15 would cover the 
needs of 80 percent of the policyholders. 
If the agent could fit 80 percent of his 
cases under simple standard forms he 
would save many hours of valuable sell- 
ing time. 


Hoover Preached Savings 


President Herbert Hoover was the 
first public man to call attention to the 
enormous waste in industry caused by 
trivial differences. As Secretary of 
Commerce he brought about standardi- 
zations that have meant millions or 
billions of dollars in industrial economy. 
The life insurance companies may be 
slow to realize that their idiosyncrasies 
on settlement options cut down the field 
production of their agents and perhaps 
complicate the difficulties of building an 
agency. Yet there is an argument on 
that side. 

It is pretty well recognized that 
agents who produce up to $200,000 or 
$250,000 are the mainstay of life insur- 
ance. Those who produce more are 
lucky, but not highly important. It 
must also be recognized that those who 
sell up to a quarter million a year do 
so by hard work. They are not geniuses. 
They are mighty good fellows, as a 
rule, and fine, intelligent citizens. They 
are not trained clerks nor trained law- 
yers. When they have to draw up the 
settlement options on two to a _ half 
dozen policies when programming a 
case, they do so by main strength. If 
it is true that 10 or 15 standardized 
settlement option clauses would take 
care of 80 percent of the programmed 
cases, the waste of effort from lack of 
standardization is obvious. 


Not All Experts 


The suggestion of standardized 
phraseology for a few »rincipal options 
is met by the assertion that the best 
agents have the options down pat and 
encounter no trouble. This is not an 
answer that applies to the multitude of 
valuable and struggling agents who do 
not have the options down pat, and who 
have to make a liviig while they are 
getting them down pat. 

Agency expense is an overwhelming 
item in life insurance and if it can be 
cut down by any method, the financial 
returns will run into big figures. Agency 
cost is the limiting factor in all pro- 
posals for improving the situation of the 
producing agents. The ability to sup- 
port good agents and to attract men to 
or maintain them in the business is an 
essential of any agency plan. If an 
agent, by administrative rules, can be 
given more time to solicit it is equivalent 
to giving him more income to maintain 
himself. It is the scale of earnings 
within the business that attracts new 
men. 


Follow Profitable Channels 


Education of agents is now accepted 
as an essential in agency building. That. 
is, an untrained agent cannot hope to 
maintain himself in the business. But 
all economic effort is subject to the law 
of diminishing returns. The expenditure 
on education must be limited to what 
can be regained. Direction of effort into 
profitable channels is a factor in the 
return. Thus if an agent’s time can be 
directed into selling efforts, instead of 
clerical work the chances of return to 
himself and to the company that pro- 
vides the education are increased. By 
the same token, the Arnold plan of 
directing the agent’s activities into 
profitable channels is also a factor. 

Studies of agency cost are mainly 
directed to the cost of putting $1,000 
of insurance on the books, or putting a 
certain number of dollars of premium 
on the books. It is not generally ob- 
served that the Arnold plan abandons 


Former President of 
Canadian Group Retires 








A. J. IRVING 


A. J. Irving, C.L.U., with the Sun 
Life of Canada 27 years, the last 13 
as manager in Saskatoon, has retired 
under the company’s pension plan. He 
also managed the company’s Prince Ed- 
ward Island and Brandon, Man, 
branches. He was president of the Life 
Underwriters Association of Canada in 
1938. S. C. Hill, an agent of Sun Life 
in Saskatoon, became manager there. 








State Investigators in Detroit 


DETROIT—H. A, Dahlman and J. B. 
Cavanaugh, investigators for the Mich- 
igan department, are in Detroit to begin 
a series of investigations into alleged un- 
fair sales tactics in the life insurance 
field and also to investigate reports of 
the operations of unlicensed salesmen in 
the automobile insurance field. 








this test, and chooses a different result 
by which to judge or justify the pay- 
ments to agents. The objective of the 
Arnold plan is not to sell a certain num- 
ber of thousands of insurance, but to 
keep a certain number of thousands in 
force. In mercantile terms, it is consid- 
ered that it is the “repeat” orders that 
count. The first order may be secured 
at a loss, but if a customer continues to 
buy year after year, the great volume of 
business obtained at the one selling cost 
increases the profits. 

Most plans for improving the pay 
system for agents in order to make 
agency building easier simply take the 
“50 and nine fives” and reshuffle the 
payments, without increasing the total 
earnings per $1,000. A non-participating 
company pays 75 percent and nine fives, 
but participating competitors show by 
arithmetic that 50 and nine fives on a 
participating premium pay the agent a 
shade more in cash than 75 and nine 
fives on the non-participating premium. 
And to the companies the cost is 20 per- 
cent more. 


Creates the Profit Used 


The Arnold plan is the only one well 
publicised that not only pays the agent 
more in actual cash for good work, but 
pays the company a handsome addi- 
tional profit instead of increasing the 
cost. It aims at the task of making 
renewals cheaper than replacements, and 
shares the renewal profits with the 
agents who hold the renewals. All com- 
panies must either renew or replace 
their business and the Arnold plan seeks 
the most profitable way. 

No renewal system is any help to 
first year men, or to general agents in 
maintaining first year men. Saving the 
agent’s time not only helps during the 
first year, but every year. Simplification 
of programming also shortens the delays 
in getting a new man started. 


Mutualization Plan 
Creates Interest 
in Life Insurance 


There has been considerable interes 
recently regarding the mutualization oj 
some stock life companies in view oj 
the fact that a few have started the bali 
rolling for eventual mutualization, [py 
the case of a large company like the 
Equitable Society, Metropolitan or Pry. 
dential there was always danger of cap. 
italists of mercenary turn of mind get. 
ting control and using the company for 
their own purposes. That is, these large 
companies believed that it was safer, 
especially when they were writing only 
participating business, to have control in 
the policyholders. There is the constant 
temptation of outsiders to buy enough 
of the stock to get control. These com. 
panies undoubtedly desired to remove 
themselves from exploitation on part of 
speculators and plungers. 

hen a company like the Union Cen. 
tral Life is writing only participating 
insurance, it seems only natural and 
appropriate for it to mutualize. A com- 
pany with comparatively small capital is 
in more danger than one with large 
capital. 


Profits Are Reduced 


In the second place, in case of some 
companies the future may not look very 
promising from the stockholders’ stand- 
point. In days gone by the life insur- 
ance profits were far more favorable 
than at present. The road seems to be 
getting harder so far as profits are con- 
cerned. There are very few excess in- 
terest earnings and that was one of the 
main sources of profits for stockholders, 
Therefore a company must rely very 
much on expense and mortality savings. 
It is true that during recent years the 
mortality contribution has been desirable 
and yet it may be uncertain from time 
to time. The expense margin is not so 
great. The management expense ratio 
is higher. Company officials hesitate to 
cut salaries in order to create a larger 
expense saving. 

Then again some companies have 
written more participating policies than 
non-participating policies even though 
they have capital stock. In recent years 
there has been a tendency for companies 
that have been purely non-participating 
to open a participating department. 
Therefore so long as there are mutual 
policies on the books they are mutual- 
ized to that extent. The rates are higher 
on participating insurance and some 
companies have felt that owing to the 
exigencies of the times it gave them 
more leeway and they became more 
flexible than if they wrote only non- 
participating insurance. Although there 
have been many readjustments in divi- 
dends in recent years because of low 
interest earnings a number of agents 
find that there is an increasing market 
for this form of insurance. 





Survey Shows 43 Percent 
of Farm Families Insured 


Approximately 43 percent of farm 
families own life insurance, according to 
a survey made by the Bureau of Agri 
cultural Economics among 16,878 fami- 
lies in 24 farming areas of United 
States. Farm families with incomes of 
$1,500 or more showed a 56 percent 
ownership while 71 percent of families 
with incomes of $5,000 or more owned 
life insurance policies. ; 

Ownership is most widespread if 
each income group among southeastern 
farmers, although the degree of varia 
tion from section to section is small. 
The largest amounts of protection are 
owned, however, by Pacific coast farm- 
ers. Admitting the possibility that the 
survey represents better than average 
income groups, the bureau drew the 
conclusion that farm families own less 
insurance than. those living in either 
villages or small cities. 
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v. A. L. U. Sets 
Membership Mark 


Fiscal Year Figure 
Is 33,035—Local 
Units Number 368 


A new membership record of 33,053 
was established by the 368 local units of 
the National Association of Life Under- 
writers in the 48 states, the District of 
Columbia, Hawaii and the Philippine 
Islands at the close of the fiscal year on 
June 30, it has been announced by 
Grant Taggart, California-Western 
States Life, Cowley, Wyo., membership 
chairman. , 

“Although a continuous program of 
recruiting qualified | members has re- 
placed the ‘yearly drive idea the close of 
the fiscal year gives the association a 
convenient barometer to showyust w 
its growth has been,” said Mr. Taggatt 
“The total to be reported at the Cincin; 
nati convention in September will wn: 
doubtedly be considerably larger. 

An ever-expanding national program 
during the administration of President 
Harry T.. Wright, greatly increased leg- 
islative and educational activity and a 
fuller public relations campaign were 
credited by Mr. Taggart as the major 
factors responsible for the continued 
growth of the association. 


Many Exceeded Quotas 


Sixty-four associations equalled or 
exceeded the quotas they assigned for 
themselves, while 157 units tied or broke 


their last year’s records. 


| bettered their 1940 marks: 


' Maine, Massachusetts, 


The following 18 state associations 
California, 
Kansas, Kentucky, 


Iowa, 
Michigan, Ne- 


Georgia, 


F braska, New Jersey, New York, Ohio, 


Oregon, South Dakota, Tennessee, Vir- 


| ginia, Washington and West Virginia. 


In point of number of local units in 


| existence another all-time record was 
[ set. Newest organization is the associ- 
' ation of the Philippine Islands. 


"N.Y. City Is in Lead 


© Boston, 
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The New York City Association, 
which for the past two years has yielded 
the title of the largest association to Chi- 
cago, recaptured the honor with a mem- 
bership of 2,345. It had to make the 
years largest numerical gain—715— 
however, to do so. The first 10 associa- 


_ tions from the standpoint of total mem- 
¥ bership are: 


New York City, 2,345; Chicago, 2,110; 
1,437; Pittsburgh, 1,292; St. 
Louis, 761; Philadelphia, 712; Los An- 


5 geles, 603; Cleveland, 596; Kansas City, 


496, and Detroit, 471. Newcomers to 


> the group are Kansas City and Detroit, 


replacing Baltimore and Indianapolis. 


| Ten Largest State Groups 


Despite a loss in membership, Penn- 
sylvania continued to lead the state as- 
sociation in size, but found its lead over 
New York reduced by half. The 10 larg- 
€st state bodies are as follows: 

Pennsylvania, 4,024; New York, 3,664; 
Illinois, 2,974; Massachusetts, 2,170; 
Ohio, 1,893; California, 1,728; Missouri, 


» 1472; Texas, 1,216; Indiana, 1,076, and 


Michigan, 895. The same states occupy 
the “first ten” this year as last. 





Camp Forrest Production Record 


_A total of $5,483,000 of government 
life insurance sold in one month is the 
Tecord of Capt. Charles Barron and 
Private W. R. Moore at Camp Forrest, 
Tenn. They sold 1,600 policies during 
that time. It is stated that $18,000,000 
of this type of insurance has been sold 
since Camp. Forrest opened. Of the 
eight deaths occurring, four had $10,000 
Policies and two had $5,000 policies, 
with the other two unprotected. 

Captain Barron in civilian life is a 
sports promoter in Chicago. Private 
~O0re 1s supervisor of Provident Mu- 
tual Life for central Illinois with head- 
quarters at Decatur. 


L. A. A. Program 
Is Being Completed 


The program for the annual meeting 
of the Life Insurance Advertisers Asso- 
ciation is now rounding into shape. 
Lewis B. Hendershot, Berkshire Life, 
general chairman, has announced the 
theme, “Designed to Help the Salesmen 





LEWIS B. HENDERSHOT 


Sell,” with treatment of public relations, 
motivation for the sale and motivation 
for the salesman. 

Holgar J. Johnson, president of the 
Institute of Life Insurance, will discuss 
the work of that organization, and John 
Marshall Holcombe, Jr., manager Sales 
Research Bureau, “The Part That Sales 
Promotion Plays in Morale Building.” 

J. L. Watkins, H. B. Humphrey Ad- 


vertising Agency, Boston, will present 
the viewpoint of the advertising trade; 
Cy Norton, Strathmore Paper Co., will 
outline “How to Get the Field to Use 
Selling Helps,” and Ellsworth Geist, S. 
D. Warren Co., “Presenting Facts to 
Inform the Public.” 

Powell Stamper, National Life & Ac- 
cident, will present “Trends in Sales 
Promotion Activities”; Franklin R. Am- 
thor, Equitable Society, “The Trend in 
Selling Life Insurance”; Jack R. Morris, 
Business Men’s Assurance. “Trends in 
Humanizing Premium Notices and Re- 
ceipts,” and Jack Hill, editor of the 
“Pilot’s Log’ of New England Mutual, 
“Life Insurance House Organs.” 

Seneca Gamble, Massachusetts Mu- 
tual, is to lead a round table discussion 
on “Trends in Direct Mail.” 

One afternoon will be given over to a 
review of the exhibits by L. A. A. mem- 
bers, with William L. Camp, Connecti- 
cut Mutual, as chairman. 





Victory Symbol Used by 
Provident Life & Accident 


The now-famous V for victory in 
connection with insurance sales promo- 
tion was adopted by the Provident Life 
& Accident, Chattanooga, in a teaser 
announcement to agents mailed in ad- 
vance of a broadside giving details of 
the 55th anniversary homecoming con- 
vention in Chattanooga, in mid-Septem- 
ber of 1942. 

The teaser bore two large V’s, with 
the numerals 55 in each upper corner, 
together with the inscription “It’s com- 
ing, be a Victor.” The announcement 
that followed contained full informa- 
tion as to how the homecoming trip 
could be won by the field representa- 
tives. 

This 55th anniversary celebration 
will bring together agency forces of all 
four departments, life, accident, rail- 
road and group, for the first time since 
the golden jubilee was celebrated in 
1937. 








of all in his calling :— 


over a million dollars. 


munity. 


writer.” 
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WILLIAM H. KINGSLEY 
Chairman of the Board 





Community Service 


One of our underwriters, five years in the business, was 
asked by a new underwriter what answer he would have given 
a critic who said that as a class life insurance underwriters 
do not contribute anything in civic service to their local com- 
munities. Our underwriter’s answer should reaffirm the faith 


“Disregarding for the moment the thousands of hours put 
in by this country’s life underwriters in community chest 
drives, board of trade, YMCA campaigns, parent teachers’, 
boy scout work, etc., I get a lot of satisfaction from thinking 
of my job day in and day out. 


“TI am always impressed by the advertisement used on the 
window of our local bank to the effect that its assets are 


“In my five years of selling, I have created over a million 
and a quarter dollars of life insurance estates in my com- 
I know that when this sum comes to maturity, either 
in old age or at the time of death of the insured, it will fill a 
much more important need to my neighbors than the satisfac- 
tion that comes to the few who clip bank coupons. 
can’t have the religion of life insurance enough to live this 
service every day, you can’t make the grade as an under- 


* 


THE PENN MUTUAL LIFE INSURANCE CO. 


INDEPENDENCE SQUARE, PHILADELPHIA 


If you 
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JOHN A. STEVENSON 
President 

















Insurance Cabinet 
of U. S. Chamber 


John L. Train, President 
Utica Mutual, Heads the 
Important Committee 


WASHINGTON, D. C—tThe rela- 
tion of insurance to national defense is 
emphasized in the program of the insur- 
ance department of the U. S. Chamber 
of Commerce for the coming cham- 
ber year, as disclosed today by A. W. 
Hawkes, president, in announcing the 
personnel of the insurance committee. 

The department committee serves as 
an advisory body in directing insurance 
activities. Its membership is broadly 
representative, as shown in the names 
and connections of its personnel. The 
following are members: 

John L. Train, chairman, president 
Utica Mutual; H. A. Behrens, chairman 
Continental Casualty; Esmond Ewing, 
vice-president Travelers Fire; C. O. 
Fischer, vice-president Massachusetts 
Mutual Life; Edmund Fitzgerald, vice- 
president Northwestern Mutual Life; 
Carl N. Jacobs, president Hardware Mu- 
tual Casualty, Stevens Point, Wis.; L. 
A. Lincoln, president Metropolitan Life; 
Paul Rutherford, president Hartford Ac- 
cident; John M. Thomas, president Na- 
tional Union Fire; J. H. R. Timanus, 
secretary Philadelphia Contributionship; 
pe D. Winter, president Atlantic Mu- 
tual. 

Other names are in the process of be- 
ing added to the committee list. 


Insurance Prominent Factor 


Insurance for many years has been 
given an important place in the general 
work of the chamber. Since the under- 
lying membership of the chamber con- 
sists predominantly of buyers of insur- 
ance, the insurance program is built 
fundamentally upon the principle of the 
policyholders’ interest. Through its un- 
derlying membership of 700,000 corpora- 
tions, firms and individuals, the chamber 
is in a position to enlist the cooperation 
of a large and important group of pol- 
icyholders in a program designed to im- 
prove the service of the institution of 
insurance in all its branches. 

Insurance, Mr. Hawkes points out, 
has a definite place in the defense pro- 
gram. For that reason, the chamber, in 
its insurance activities, will center on 
conservation in the field of fire preven- 
tion and health conservation. 

During the year health conservation 
will be given close attention. The sched- 
ule for grading communities in the city 
and rural health contests carried on by 
the chamber in cooperation with the 
American Public Health Association, has 
been greatly extended in the light of 
experience gained through previous con- 
tests. This program, the chamber be- 
lieves, should materially improve health 
conditions in all participating communi- 
ties throughout the country. 


Other Activities 


Other activities projected for the com- 
ing year include a survey of special state 
insurance taxes, and licenses and fees 
collected in the states. Business men 
will be urged to oppose legislative pro- 
posals in the insurance field which might 
be detrimental to their interest as pol- 
icyholders. 

In addition to its broad program of 
activities on insurance legislation, con- 
servation and insurance education, the 
insurance department will serve as a 
clearing house of information on meas- 
sures pending in Congress affecting in- 
surance. It also will maintain contact 
with government departments and agen- 
cies that may have relation to insurance. 





More than 3% percent of all life insur- 
ance death claims are paid for automo- 
bile accidental deaths, it is reported by 
the Institute of Life Insurance, this 
tragic toll costing life insurance policy- 
holders $35,000,000 annually. 
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Travelers Has 
Made No Decision 
on Illinois Issue 


Question of Extraterri- 
toriality of Statute Is 
Examined 


HARTFORD—Officials of Travelers 
decline at this time to comment on what 
course will be pursued in view of the 
veto of the so-called Travelers bill in 
Illinois, which would have allowed 
Travelers to continue at present writing 
casualty forms in addition to life and 
accident insurance. Officials say that 
the bill would have permitted the Trav- 
elers to continue doing business as it 
always has. Now that the veto has 


been made the -subject naturally will 
have to be studied carefully before any 
comment can be made. It is the only 
state that is affected. 

The provision in the insurance code 
which hit the Travelers amidship and 
which was modified for the benefit of 
Travelers in the legislation that was 
vetoed by Governor Green was inserted 
originally at the insistence of Ernest 
Palmer, who was the father of the in- 
surance code. Mr. Palmer was very in- 
sistent that this provision be inserted. 
Travelers sought to dissuade him but 
to no avail. President Zacher made a 
trip or two to Illinois to present the 
Travelers picture to Mr. Palmer and 
Howard Dunham, who was then insur- 
ance commissioner of Connecticut, went 
to Illinois to speak the Travelers’ cause. 
The code provision allowed a company 
situated such as Travelers three years 
in which to make the required adjust- 
ment and then gave the insurance di- 
rector discretion to extend the grace pe- 
riod annually for three years, giving 
Travelers six years in all or until July 
1, 1943. The legislature will not meet 
again until January of 1943. It would 
be possible for Travelers to get another 
bill passed at that time and still be 
under the wire. 

The common belief is that the perti- 
nent section of the code, which is 114, 
strikes only at Travelers, and it was 
undoubtedly intended only to strike at 
that company, but it has broad extra- 
territorial application and is worded in 
such a way as to give support to an 
argument that it might affect the 
United States branches of insurers of 
foreign countries that do only a fire or 
casualty business in this country but at 
home and in other sections of the world 
do a life business as well. 


Text of the Section 


The section reads: “In the event that 
a company admitted to transact busi- 
ness in this state prior to the effective 
date of this code has been and is trans- 
acting in this state or in any other state 
or country the kind or kinds of business 
enumerated in class 1 of section 4 and 
in addition thereto any of the kinds of 
business not enumerated in such class, 
the director may for a period of three 
years renew annually the certificate of 
authority to transact such kinds of 
business. At the end of such three year 
period or at the end of any extended 
period herein provided for, the director 
may extend the period during which the 
certificate of authority of such company 
may be renewed annually, upon a show- 
ing by the company at a hearing before 
the director that it has made reasonable 
progress in the discontinuance of kinds 
of business other than those enumerated 
in class 1 of section 4; and complete 
and immediate discontinuance of such 
kinds of business would result in undue 


loss to the company and policyholders 
would suffer materially thereby; or 
there are other reasons for such exten- 
sion deemed by the director to be good 
and sufficient. The extension herein 
provided for shall be made for such 
period as the director may deem proper 
on the showing made, but the total of 
such extended period shall not exceed 
three years.” 

It will be noted that the section re- 
fers to doing business in any other state 
or country and it might conceivably be 
interpreted to affect insurers of foreign 
countries. However, there is no disposi- 
tion in official circles to interpret the 
code provision in that way. On the 
surface it would appear that Travelers 
could not comply with the requirements 
of the provision merely by separating 
its Illinois business, writing Illinois life 
and accident and health business in 
Travelers and compensation and auto li- 
ability in Travelers Indemnity. Con- 
ceivably one course that Travelers 
might pursue, disagreeable as it would 
be to the management, would be to 
withdraw Travelers Insurance Company 
from Illinois, use Travelers Indemnity 
for all types of casualty business and 
cause to be licensed in Illinois Travel- 
ers Life Insurance Company, which re- 
ceived its charter last year but has never 
got beyond the charter stage. 

If the authorities chose not to invoke 
the extraterritorial feature, an arrange- 
ment might be made whereunder ‘Trav- 
elers would merely certify that it is di- 
viding its business in Illinois as required 
by the code. 

The question of the validity of the 
extra-territoriality provision might very 
well be raised. The situation is com- 
parable to other cases that have arisen 
in different states and that produced 
considerable litigation. For instance, in 
Texas under the law a company can 
write both fire and casualty business 
and there are a number of Texas com- 
panies that operate on the basis in their 
home state. The New York superin- 
tendent a number of years ago refused 
to issue a license to American Indem- 
nity of Galveston on the ground that it 
was chartered for both fire and casualty 
lines, even though it purposed to write 
only casualty business in New York 
state. The issue was litigated and 
American Indemnity won its decision. 
Then there was a case a few years ago 
that was brought by Factory Mutual 
Liability. This company wrote non-as- 
sessable contracts in states other than 
New York and New York state pro- 
hibited mutual companies from writing 
such business on that basis. The insur- 
ance Superintendent took the position 
that Factory Mutual Liability could not 
operate in New York on an assessable 
basis because it operated in other states 
on a non-assessable basis. Factory Mu- 
tual Liability won this case. American 
Indemnity had the same sort of an issue 
in Minnesota, but the insurance com- 
missioner was upheld by the courts 
there. However, the law in Minnesota 
iS quite strict and specific. American 
Indemnity won a similar case in Ken- 
tucky. A somewhat comparable situa- 
tion exists in Michigan where there has 
been a law on the statute books that a 
company can not operate there if it en- 
joys charter powers superior to those 
which a domestic company could be 
granted. The attorney general rather re- 
cently took the position that this law 
meant what it said and should be 
strictly enforced. Accordingly there was 
passed at the last session of the Michi- 


N. Y. Life Changes 
Field Publication 
to Weekly Basis 


NEW YORK—New York Life’s field 
force this week received the company’s 
new weekly house organ, the “Bulletin,” 
which supersedes the monthly “Nylic 
Review.” L. Seton Lindsay, agency 
vice-president, whose message consti- 
tutes the first of the publication’s four 
pages, ascribes the return to the weekly 
basis to the desirability of keeping in 
more frequent touch with the field force 
because of the faster tempo of the times. 

Mr. Lindsay’s message states that the 
plan of weekly publication will be tried 
out tentatively for the next two months 
and that “then at the club meetings we 
will discuss the matter and get the gen- 
eral reaction to the proposed change.” 

Though modernized in format, the 
“Bulletin” is the continuation of the 
weekly publication of the same name 
which was started in 1898 by George 
Perkins, famous agency vice-president 
of New York Life, who had issued a 
weekly titled the “Bulletin” when he was 
western department manager. The 
“Bulletin” continued to be New York’s 
house organ until the “Nylic Review” 
was brought out in 1933. 

For many years the Monday morning 
message which the “Bulletin” carried on 
its front page was signed by T. A. Buck- 
ner as agency vice-president. They 
were often quoted by outside publica- 
tions. 

Stratford Corbett, editor of “Nylic 
Review” since its inception, is editor of 
the “Bulletin.” Before joining New York 
Life in 1928 he was secretary of the 
Committee of American Business Men, 
on the staff of the Chicago “Herald- 
Examiner,” associate editor of “Popular 
Mechanics,” and sub-editor of the “Daily 
Graphic” of London. He is a captain in 
the military intelligence reserve. 


Neb. Examiner Takes 


Milwaukee Company Post 


Wilmer W. Wilson, Jr.. for the past 
five years a member of the examination 
staff of the Nebraska insurance depart- 
ment, has resigned to become actuary 
and underwriter of the Cooperative In- 
surance Mutual of Milwaukee. The com- 
pany has been writing automobile insur- 
ance for several years, and the plan is to 
form a life insurance cooperative mutual 
company. 

Cooperative Insurance Mutual is lo- 
cated on the extreme upper north side 
of Milwaukee, having quarters with the 
Midland Mutual, a grocery concern. 

The Cooperative Insurance Mutual 
was formed in 1936 and writes automo- 
bile coverage for more than 112 coopera- 
tives with some 8,000 policies among co- 
operative members especially in rural 
sections of the state. The new life in- 
surance service is the first step in ex- 
panding the service eventually to include 
accident and health, group hospitaliza- 
tion, burial, etc. 

Lynn Matteson is secretary and F. F. 
Rondeau claims manager. 











gan legislature a law permitting foreign 
insurers with superior charter powers to 
operate in Michigan upon certifying that 
they will not write in Michigan lines 
which Michigan companies cannot be 
empowered to write. 





Reports on First Half-Year 





Additional reports from companies on 
business for the first half of 1941, with 


New Paid New Paid 


comparisons with last year’s figures, are 
as follows: 

Inc. or Dec. 
Insurance .- 


Inc. or Dec. 
Insurance 


Business Business in Force in Force 
1941 1940 1941 1940 
$ $ $ $ 
UIE Dit O oon os as seen cmsene el | ee +IS 58 056-- wc ewes 
Republic National Life........ 3,565,821 2,908,339 —69,581 —113,299 
St. Louis Mutual Life......... 551,085 28,800 —62,176 +110,178 
SOO: MUTED AOR... c ccs ose os 2,850,681 1,920,263 +1,010,667 +595,195 
United Life & Accident....... 3,245,227 2,684,607 +1,514,203 + 817,721 
Wisconsin State Life Fund.... 62,000 109,000 +106,000 +90,000 


E. H. Wilkes of if: 
Metropolitan Dies 


Ernest H. Wilkes, senior vice-presj. 
dent of Metropolitan Life, and senior 
field officer, died in Greenwich, Copp, 
at 64. He had served the company for 
39 years. 

He joined Metropolitan in 1902 as q 
debit agent in San Francisco, and aq. 
vanced steadily through various execy. 
tive positions in the field. e became 





ERNEST H. WILKES 


vice-president in 1936, and in that po- 
sition was the executive officer in di- 
rect charge of 30,000 Metropolitan 
agents. 

Mr. Wilkes was born near Birming- 
ham, England. As a youth he was frail, 
and after completing his formal educa- 
tion at St. Mary Magdalene’s in Lon- 
don, he came to this country, primarily 
in search of health and a career. He 
was always impressed with the bigness 
and the friendliness of the country and 
with the opportunities it offered. 


Success Immediate 


Shortly after arriving in California 
Mr. Wilkes made application for a 
Metropolitan agency. His success aS 
an agent was almost immediate, and 
early in 1904 he was promoted to as- 
sistant superintendent. Four years [a- 
ter he was appointed a manager at 
Stockton, Cal., then of Los Angeles 
district. 

In 1912 he was appointed a superin- 
tendent of agencies, serving first in the 
southwestern, later in the western terti- 


tory. 

Mr. Wilkes’ association with the Pa- 
cific Coast head office, which was 10 
expand and prosper under his manage- 
ment, began in 1920 when he was 4p- 
pointed assistant secretary and manager 
in San Francisco. There, during the 
next eight years, he became successively 
fourth and third vice-president. 

In 1928 Mr. Wilkes was appointed a 
second vice-president and was trans 
ferred to the home office in New York 
to take charge of one of the company 
two divisional organizations of the fiel 
force. After 1936 he had charge of the 
entire field organization. 

An intense student of life insurance, 
Mr. Wilkes was a man of great per 
sonal charm and a successful speaker 
both in and outside the company. 
accompanied the chief executives of 
Metropolitan in their trips through the 
field. One of his last field appearances 
was at a presidential conference with 
field men in Montreal in June. 





To Providence for Boston Mutual 


A. F. White, who has been supetil- 
tendent for Boston Mutual Life at the 
Allston office in Boston, has gone t0 
Providence to succeed R. L. Brodeu! 
as Superintendent there. 
recently was drowned. 





Mr. Brodeu! [7 
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Siegel Interviewers 
Work on Split-Fee 


Basis, Union Charge 


NEW YORK—Morris H. Siegel, co- 
proprietor of Policyholders’ advisory 
council is apparently meeting his match 
in the field of invective, innuendo and 
thinly veiled sarcasm in his fight with 
the C. O. union office and profes- 
sional workers, the same union which 
has been attempting to organize the 
industrial insurance agents. The battle 
is one which insurance men can view 
with something of the detachment with 
which they look on the fight between 
Hitler and Stalin. 


An Open Letter 


The union, in a mimeographed hand- 
bill labeled “An Open Letter” and 
signed, “Your Employes,” accuses Mr. 
Siegel of firing eight members for union 
activity, adding: 

“If you found it necessary to tell the 
public that we are getting salaries of 
$22, $30 and $45 per week, then even 
you must be ashamed of the magnificent 
salaries of $14 per week for some typists 
and the magnificent salary of $27.50 per 
week for an experienced publicity man? 


“Isn’t it true, Mr. Siegel, that the 
interviewers are not now and _ never 
have worked on a salary basis, but have 
been paid a commission on the sales 
they made? If it were true that the 


| interviewers are earning an average of 


$45 a week for 44 hours of work, we 
can assure you, Mr. Siegel, that we 
would not have this picket line.” 

The letter goes on to accuse Siegel 
of working his help long hours, giving 
the interviewers no vacations, and keep- 
ing the office open on holidays. 


Hartford College Offers 
Part Time Instruction 


The Hartford College of Insurance is 
extending its activities to include in- 
struction for part-time students when 
the college opens in September. It is 
expected that many insurance employes 
of Hartford will be interested in taking 
the special courses which relate to their 
work in the insurance companies but 
whe may not be desirous of undertak- 
ing the complete course which leads to 
the degree of bachelor of science in in- 
surance administration. 

Part-time enrollment will also be 
open to agents, adjusters, members of 
the legal profession, and any others who 
may find the courses helpful. The ad- 
mission requirements call for the suc- 
cesstul completion of one-half the work 
reduired for a bachelor’s degree at an 
approved college or university. The 
classes will be held in the evening at 
the college and will cover life insur- 
ance, casualty, fire, marine, health and 
accident, fidelity and surety, insurance 
law, Insurance accounting, insurance 
marketing, insurance investments. 

A descriptive catalogue and other in- 
formation about the part-time courses 
can be obtained from the registrar. 








Report Neslen to Be Retained 


SALT LAKE CITY—It is under- 

Stood here that Commissioner Neslen, 
now chaplain for the Utah national 
guard with the rank of major, in train- 
ing at Camp San Luis Obispo, Cal., will 
€ granted a leave of absence from his 
Post for the “training period,” continu: 
ing as head of the department, and 
upon his return from army training may 
tie reappointed by the business regula- 
- commission which now supervises 
the department. It is also said that 
7 Ottosen, present acting commis- 
sioner, will be continued as deputy com- 
P aged and be given full charge of 
Mee we during Commissioner Nes- 
weit Sence. This arrangement meets 
the approval of insurance interests. 


Tar Heel Chapter of 
L. A. A. Is Organized 








JOHN M. EHLE 
The Tar Heel chapter of the Life In- 


surance Advertisers Association was 
formed at an organization meeting in 
Greensboro with John M. Ehle, Imper- 
ial Life of Asheville, as chairman. 

The chapter will meet semi-annually, 
and will hold its first regular session in 
September prior to the convention of 
the national association in Boston. All 
of the 13 life companies in North Caro- 
lina are expected to be represented. Mr. 
Ehle is national executive committee- 
man and former chairman of the Southern 
Round Table of the L. A. A. 








J. R. Burns Is Elected 
President of Southern Life 


James R. Burns, who was at one time 
president of Lincoln Reserve Life of 
Birmingham and who served several 
terms as president of the Birmingham 
Association of Life Underwriters, has 
been elected president of Southern Insur- 
ance Securities Corporation and South- 
ern Life of Atlanta. Dr. Dan Y. Sage, 
formerly president, becomes chairman. 

Senator J. A. Simmons of Bainbridge, 
Ga., has retired as chairman of both 
companies, but will maintain an active 
interest. 


Only Modified War Clauses in Ia. 


DES MOINES—A modified war 
clause, limited only to those fighting or 
traveling in foreign countries, is still 
the standard in Iowa, with the depart- 
ment refusing to approve the more gen- 
eral riders recently announced by some 
companies. The modified clause was 
approved by the department last fall 
after agreement with the Iowa com- 
panies. 

Connecticut General Life and Con- 
necticut Mutual Life received approval 
of modified war clauses. The new war 
clause of Equitable Society was rejected. 





Tax Lectures for James Office 


The sales force of Fred. S. James & 
Co. of Chicago is attending a series of 
bi-weekly lectures on tax matters and 
business insurance conducted by Ben- 
jamin M. Becker, attorney and authority 
on probate and estate taxes who recently 
became associated with Fred. S. James 
& Co. as consultant to its life depart- 
ment. 





Representatives from the American 
Red Cross, war relief societies and the 
Newark press attended a display of arti- 
cles of clothing knitted by home office 
employees of the Mutual Benefit Life, 
including 1,732 articles of clothing and 
five afghans, destined for shipment over- 
seas to war devastated areas. 























































QUIZ AD 
No. 


I 





QUERY: What life insur. 
ance company offers a direct- 
mail plan which is pulling 
28.7% returns from people 
who know they will be 
solicited? 

COMMENT: 10% return of 
reply cards from a direct- 
mail campaign is considered 
good...20% return approaches 
the phenomenal. Continental 
Assurance . .. with a direct- 
mail plan in operation more 
than a year... has produced a 
country-wide return of 28.7%. 






















SS 
ASSURANCE COMPANY 


CHICAGO, ILLINOIS 
Affiliated with 


CONTINENTAL CASUALTY COMPANY 
TRANSPORTATION INSURANCE COMPANY 
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N. Y. Starts Fee 
Counsellor Probe 
with No. 2 Outfit 


NEW YORK—The New York de- 
partment has begun an investigation of 
the Donald Besdine fee counsellor con- 
cern in New York City, an outfit re- 

garded by insurance men as even more 
calecinenakie than Morris H. Siegel’s 
Policyholders Advisory Council. Be- 
yond confirming the report that the de- 
partment’s men were engaged in the 
examination, Mr. Besdine said he pre- 
ferred not to comment. 

The department’s action is the first 
inspection it has made of any counsellor 
firm under the insurance code section 
giving it the authority to examine all 
who give insurance advice. The de- 
partment recently received answers to 
the questionnaire which it sent out to 
all counsellor firms some time ago. 

Like Siegel, to whom he ranks sec- 
ond in importance among fee counsel- 
lors, Besdine uses local radio stations in 
his advertising. His broadcasts are 
more lurid than Siegel’s, frequently re- 
sorting to ham drama, while Siegel’s 
talks run to smooth plausibility and 
elaborate sarcasm. Unlike Siegel, whose 
radio voice is one of his major assets, 
Besdine doesn’t go on the air himself 
but hires an actor who states that “this 
is the radio voice of Donald Besdine.” 





Five Companies Share in 
Huge Chicago Refunding 


Probably the largest private financing 
deal ever consummated in Chicago was 
completed in less than 30 days by five 
life insurance companies which refunded 
a total of $37,000,000 of bonded debt at 
a lower interest return for People’s Gas, 
Light & Coke of Chicago. Most large 
financial transactions of this kind are 
handled in the east. 

One of the unusual features of the 
present deal was the extremely low cost. 
Because it was a private deal and con- 
tained no offering to the public, it did 
not have to go through the SEC, which 
saved from $200,000 to $250,000 in costs. 
Total expense of the transaction 
amounted to about $100,000. When the 
bonds originally were issued, the cost 
was over a $1,000,000. 

The firm of Eckert & Peterson, Chi- 
cago, represented the companies in the 
transaction. Companies involved were 
John Hancock, which took $17,000,000 
of the bonds; Northwestern Mutual, $9,- 
250,000; Prudential, $5,250,000; Massa- 
chusetts Mutual, $5,000,000, and Equit- 
able of Iowa, $500,000. In the refund- 
ing $22,000,000 of bonds were issued at 
a new 3% percent rate and $15,000,000 
at a new 3 percent rate. The bonds 
previously were at 4 percent or higher. 





Mo. Buriai Societies Face Ouster 


JEFFERSON CITY, MO.—Attor- 
ney-general McKittrick has announced 
that burial associations must either re- 
organize under Missouri insurance laws 
or face ouster proceedings and possible 
arrest of agents. The state supreme 
court held the law under which the so- 
cieties were organized unconstitutional 
in a case last December. Time was 
given for the legislature to pass appro- 
ia laws, but the legislature failed to 

O so. 


Neb. Campaign on “Counsellors” 


LINCOLN, NEBR.—The Better 
Business Bureau here has inaugurated a 
press and radio drive against so-called 
insurance “counsellors.” Several life in- 
surance policyholders had inquired about 
the Policyholders’ Adjustment Bureau 
of Kansas City, of which R. W. Messick 
is the head. 

Insurance Director Fraizer commented 
that “while insurance companies com- 
pete with each other for business, the 
vast majority of agents in Nebraska can 
be. depended upon and do give con- 








scientious advice to policyholders without 
charge. The so-called insurance adviser 
who goes about urging policyholders to 
make changes in their insurance pro- 
gram has in mind his own compensation 
primarily, and the welfare of the policy- 
holder secondarily. 

“The insurance department has a 
trained actuarial force, competent and 
willing at all times to advise policy- 
holders as to the kind and character of 
their policies and their financial rights 
thereunder.” 





No Change on Registration 
of Employes Pension Plans 


WASHINGTON, D. C.—Officials of 
the Securities & Exchange Commission 
this week denied that there had been 
any new regulations issued with respect 
to the registration of employes’ pension 
plans by industrial corporations, 

They explained that a misapprehen- 
sion on this point had arisen recently 
when the Johns Manville Company filed 
a statement on such a plan, but that no 
changes in the regulations were con- 
templated, although it is proposed to re- 
vamp the relevant provisions of the act 
in a general revision which will be rec- 
ommended to Congress within a year. 

It was explained that registration is 
required for such plans only if there is 
involved any investment of the funds to 
be contributed by employes. If the com- 
pany and its employes jointly contribute 
to the purchase of insurance policies of 
any type, no registration is required, 
since the act specifically exempts insur- 
ance policies. But if the contributions 
are to form a fund which is to be in- 
vested, an investment contract is in- 
volved and registration becomes neces- 
sary. 

For some months, the commission has 
been studying a revision of the law, one 
of the points on which a change is de- 
sired being this requirement for registra- 
tion of investment types of employes’ 
pension funds. In the amendment of 
the law, it is probable that the commis- 
sion will recommend that certain types 
of plans be exempted from the registra- 
tion requirements, but the study has not 
yet reached the point where it can defi- 
nitely be announced what types will be 
so excepted. 





Ill. State Sales Congress 
in Peoria Sept. 24-25 


F. Erle Cavette, newly elected presi- 
dent of the Peoria Association of Life 
Underwriters, announces the annual 
sales congress will be held Oct. 24-25 in 
Peoria, Ill. Each year the Peoria as- 
sociation is host for the fall meeting 
which is a joint meeting of the Illinois 
state asSociation and the Peoria associ- 
ation. James Clark of John Hancock 
has been appointed general chairman of 
the sales congress. 


Mutual Trust Names Kirbys 


J. F. & C. L. Kirby, Inc., Woon- 
socket, R. I., has been appointed dis- 
trict manager for Mutual Trust Life of 
Chicago by William Groff, manager in 
Providence. New headquarters are being 
opened in the Kresge building in Woon- 
socket. The Kirby office has repre- 
sented Mutual Trust Life for nine years, 
but will now give more time to life 
production. 


Neb. Department Attorney Resigns 


LINCOLN, NEB.—John S. Logan, 
for six years attorney for the Nebraska 
department, has resigned. Director 
Fraizer said it was doubtful whether 
any successor would be named. Mr. 
Fraizer and his assistant, Frank Landis, 
are both lawyers, the former having had 
26 years of active practice, and the di- 
rector expects that they will handle legal 
questions in the future. 








Forest Lawn Life of Los Angeles, a 
new company being organized in asso- 
ciation with Forest Lawn Memorial 
Park, but as a separate corporate entity, 
has been granted a permit to sell stock. 
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We Can Scarcely 
Hear Ourselves Think.. 


We are building an addi- 
tion to our building. Con- 
tinued growth has made 
more room necessary. 

The pneumatic drills have 
been busy... and noisy. 
And the concrete mixers 
...and the hammering and 
the sawing and the nailing. 


We'vebeen working under 
difficulties ... but we've 
moved right along, and 
weve having one of our 
best years, both in Indus- 
trial and Ordinary, with 
total life insurance in force 
well over eight hundred 
million dollars. 
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New A. & H. Policy 
Book Is Ready 


“Time Saver” Is Com- 
plete, Convenient Refer- 
ence in Its Field 


Keen interest on the part of compa- 
nies and producing agents is reflected in 
the 1941 Time Saver. This is the stand- 
ard policy information book of accident 
and health insurance. In the current edi- 
tion coming from the press now, more 
policies are described for more compa- 
nies than in any previous edition of the 
book. The 1941 Time Saver is the 
eighteenth annual edition of this stand- 
ard reference book. It has 50 pages 
more than any previous edition. The 
policies being written by every stock or 
mutual company are included. Over 
1,100 policies, riders and supplements 
are described. The rates for all ages are 
included. The feature of the book is 
that it describes accurately every provi- 
sion of the policy including limitations 
or exceptions. Though the description 
is concise it is complete as all informa- 
tion is given in the fewest possible 
words. In this year’s book for the first 
time will be included complete descrip- 
tion of the policies of Columbian Protec- 
tive Association of Binghamton, N. Y. 

All non-cancellable policies are de- 
scribed in full. 

In addition to the description of poli- 
cies, brief financial statement is included 
of all of the accident and health compa- 
nies and in this 1941 Time Saver for the 
first time are included figures for the 
non-profit hospitalization associations. 


Index of Policies 


One feature of the convenient policy 
reference book is the index of policies. 
In this index the policies are listed by 
names of contracts so a person need not 
have even the name of the company to 
locate quickly the description of the pol- 
icy. In fact, three separate indexes are 
included for the user of the book. In 
addition to the policy names index a 
non-cancellable index is included and all 
the policies of each company are 
grouped under the name of the com- 
pany with a quick reference index for lo- 
cating the companies. 

, Another feature of this year’s edition 
1s a complete description of the aviation 
accident polices written by the Aero 
Insurance Underwriters, Associated Avi- 
ation Underwriters and the U. S. Avia- 
tion Underwriters. In the description of 
the contracts issued through these three 
aviation underwriting associations, all 
the personal accident policies now in use 
are described. The personal accident 
aviation policies of companies not oper- 
ating through the above three associa- 
tions are described under the name of 
the particular company in the book. In 
this way, all of the current accident con- 
tracts are included. 

The price of the 1941 edition is $4 with 
liberal reductions when the books are 
ordered in wholesale lots. The book is 
Published by The National Underwriter 


ompany, 420 East Fourth street, Cin- 
Ccinnati, O, 





Converts to Chapter 9 Basis 


SAN FRANCISCO—Permission has 
= granted by the California depart- 
— to Home Life Extension Mutual 

Sociation of Oakland to operate under 
oe of Chapter 9 of the insurance 
: * writing life and disability with 
i .Of assessment. Dr. F. W. Calli- 
_ a president of the organization 
be ‘3 was formed in 1928 on the mu- 
ai benefit assessment plan under the 


ae of Victory Mutual Life Associa- 


Gardiner Sets Record 


. Marking the general agent’s comple- 


a of 20 years in that capacity, the 
Han Gardiner .agency of the John 
cock Mutual in New York City paid 





Mutual Trust Names First 
General Agent in Indiana 





Mutual Trust Life has appointed Rob- 
ert M. Harper as its first general agent 
in Indiana. The 
company earlier 
this year entered 
that state. 

The territory over 
which Mr. Harper 
will have jurisdic- 
tion comprises five 
counties in the east- 
central section, with 
headquarters at 311 
Wysor building, 
Muncie. Following 
earlier experience 
as a high school 
teacher and as an ac- 
countant, he entered 
life insurance sales work with the Equit- 
able Life of Iowa. His exceptional pro- 
duction work with that company quali- 
fied him for its recent agency convention 
at Banff. In his short association with 
Mutual Trust, Mr. Harper has already 
demonstrated his ability as a personal 
producer and in agency organization and 
management work. 





R. M. Harper 








for $1,221,000 of ordinary business in 
July, the best production of any month 
of the year to date. The agency is now 
more than $2,000,000 ahead for the first 
seven months. Mr. Gardiner believes 
that with the right state of mind there 
is little reason for summer slumps. For 
a number of years July has been a good 
month for the Gardiner agency. 


Monson Is Bankers, Ia., 
Supervisor at Elgin, Il. 


Ludwig C. Monson, assistant man- 
ager of the Lustgarten Agency of 
Equitable Society, Chicago, has been 
appointed agency supervisor for Bank- 
ers Life of Iowa at the Elgin, IIl, 
agency under J. M. McClenaghan, 
agency manager. 

_Mr. Monson has been in life insurance 
sixteen years, starting with Equitable 
Society in St. Paul. He went to Chi- 
cago 15 years ago and was in the 
cashiers office for the company there, 
later becoming assistant to Samuel Lust- 
garten. 








National Life Names 
L. W. Smith at Portland, Me. 


National Life of Vermont has ap- 
pointed Lawrence W. Smith as general 
agent in Portland, Me.. succeeding the 
late J. Lawrence Day. A native of 
Portland, Mr. Smith has for the last 11 
years been with Equitable Society as 
agent and unit manager. Before that 
he was in selling, importing and manu- 
facturing. He was graduated from Bow- 
doin College in 1913. 





Brennan Outing Aug. 21 


The annual all-day outing and golf 
party of the J. H. Brennan general 
agency of Fidelity Mutual Life, Chicago, 
will be held Aug. 21 at Elmhurst Coun- 
try Club. This will wind up the annual 
“no summer slump” drive which Mr. 
Brennan initiated as a custom when he 
took charge of the office several years 
ago. The July business was the biggest 
month on written and paid basis which 
the agency ever has had. The agency 
as a whole is 32 percent ahead of last 
year in paid volume and it is indicated 
this percentage will be increased before 
the cool weather. Seven agents qualified 
for the annual agents convention at Big- 
wind Inn, Lake of Bays, Can., early in 
September as a direct result of their hot 
weather activities. 


M. Hill Abernathy, one of the pre- 
mier producers for the Northwestern 
Mutual Life, in Richmond, w>- renom- 
inated as representative from Brunswick 
county at this week’s primary. 














He Was My Friend 


(A recent actual experience of a Prudential man) 


I am an insurance man. 


My heart is singing today, in spite of the tragic 
news that a close and valued friend of mine 
has unexpectedly been called to the great be- 


yond at the early age of 42. 
He was my friend. 


That’s why I kept after him everlastingly sev- 
eral years ago, insisting that he insure his life, 
a responsibility he had neglected. Protesting 
that he had “plenty of time” he finally yielded 
and now I know that his widow will have at 


least $20,000 with which to face the world. 


Because I was his friend. 












Ged) rudlential 
Susurance Y Company of America 


Home Office, NEWARK, N. J. 
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Group Coverage on 
Borrowers Gains 


Many Banks Adding 
Personal Loan Facilities 
to Employ Idle Cash 


NEW YORK—Because so many 
commercial banks have opened personal 
loan departments in an effort to find an 
outlet for idle funds, life companies 
have been getting a greatly increased 
amount of group insurance from _ this 
source. The increase in group business 
has also been augmented as endorsers 
of notes learned that life insurance for 
their protection was carried by a num- 
ber of banks. It has become more and 
more difficult to get comakers to en- 
dorse notes where the lending bank did 
not carry group insurance for the co- 
maker’s protection. 


Experience Has Been Excellent 


Commercial banks have found small 
loan business highly profitable, losses 
being only a fraction of one percent. 
The banks have little trouble attracting 
customers, most of whom would rather 
do business with a bank than a small 
loan concern because of greater respect 
for its standing and the lower interest 
rates which the banks usually charge. 

From an insurance standpoint, the 
group coverage on these accounts has 
shown an excellent experience. Borrow- 
ers constitute a good class of risks. 
While they probably include many who 
have borrowed to pay bills incurred dur- 
ing an extensive illness there are not 
enough of this class to affect the experi- 
ence adversely. Since these policies 
cannot be converted to ordinary or other 
permanent forms, there is no chance of 
a conversion cost, which usually runs 
around $60 for each $1,000 converted. 

Premium rates start off at 75 cents 
per $1,000 per month. When the ages 
of 500 borrowers have been reported the 
rate from then on is calculated on the 
basis of the experience as compared 
with the standard group life insurance 
premium table. At the end of the first 
policy year the experience basis is used 
even if there have not been 500 borrow- 
ers. 
The only states in which this type of 
group coverage is barred are North 
Carolina, Texas, Virginia and Wyom- 
ing. Pennsylvania limits the maximum 
amount that can be insured to $1,000 per 
life, the District of Columbia, Iowa and 
Michigan impose a $2,000 limit, while 
in California and Washington the limit 
is $2,500. 





Irregularities Charged in 
Fidelity Assurance Deal 


Commissioner Sims of West Virginia 
charged irregularities in the conduct of 
the business of Fidelity Assurance at a 
hearing on reorganization of the con- 
cern before Federal Judge Moore at 
Charleston, W. Va. 

Sims said that directors of Fidelity 
had met in Pittsburgh to approve the 
reorganization instead of Wheeling, 
where its principal offices are located, 
and that one director was elected solely 
to furnish a quorum. Sims is oppos- 
ing the reorganization plan. 

Several states, including Illinois and 
Wisconsin, have intervened and are op- 
posing an order by Judge Moore that 
os relinquish Fidelity securities they 

old. 





Policy Matures at Age 96 


A $2,500 ordinary life policy issued 
Oct. 30, 1894, matured for O. B. Riley 
of Orangeburg, S. C., when he reached 
age 96. Mutual Life gave Mr. Riley a 
check for $2,724 in full settlement. He 
had previously drawn $1,909 in divi- 
dends. He is a planter there and a Con- 
federate veteran. 


Program Is Set for 
Insurance Section 
of American Bar 


The program for the insurance Sec- 
tion of the American Bar Association at 
Indianapolis Sept. 29-Oct. 1, has been 
tentatively completed. 

At the opening session Monday 
afternoon, H. S. Moser, Chicago, will 
report for the committee on unauthor- 
ized insurance companies; Herman L. 
Ekern, Chicago, fraternal insurance 
law; G. W. Goble, University of IIli- 
nois, Urbana, qualification and regula- 
tion of insurance companies, and H. J. 
Drake, New York, for the committee on 
conference with the National Associa- 
tion of Insurance Commissioners. 

The Tuesday round tables include one 
on life insurance law with Ralph H. 
Kastner, American Life Convention, 
Chicago, presiding. W. C. Carter, At- 
lanta, will discuss “Life Insurance War 
Problems;” Tom Leeming, Eckert & 
Peterson, Chicago, “ ‘Contesting’ In- 
contestable Policies After Reinstate- 
ment,” and S. T. Wallbank, Denver, 
“Important Life Insurance Decisions of 
1941.” 


Accident and Health 


In the round table on health and ac- 
cident insurance law, O. D. Brundidge, 
Dallas, will handle “Total Disability in 
Health Insurance,’ with a discussion 
led by F. R. Allaben, Grand Rapids, 
Mich.; D. Randall, Cedar Rapids, 
Ia., “Hospital and Surgical Indemnities 
in Accident & Health Insurance,” with 
a discussion led by F. S. Smith, Jersey 
City. O. H. Miller, Des Moines is 
chairman. 

The annual dinner of the section will 
be held Tuesday evening. 

At the second general session 
Wednesday afternoon O. H. Miller will 
report for the committee on accident 
and health; Eugene Quay, Chicago, on 
insurance practice and procedure, and 
Mr. Kastner on life insurance law. 
After an address to be announced, new 
officers will be elected and the section 
will adjourn. 





Rural Business Is 
Lagging Behind Cities 


While no analysis of new business 
according to source has been made, the 
impression of those handling reports 
from various sections of the country is 
that business is somewhat better in the 
areas affected by the defense program 
than elsewhere. Industrial companies 
have found that business from their 
debit men is holding up better than that 
produced by those selling purely ordi- 
nary business. The explanation seems 
to be that the weekly premium agents 
are in a better position to reach those 
who are in better jobs or receiving 
higher wages as a result of defense 
projects 

The agricultural areas, which should 
feel the effect of the defense boom event- 
ually do not appear to have shown much 
improvement. 





Delaware Statistics Given 


Insurance in force in Delaware at the 
end of 1940 amounted to $375,239,609 or 
a per capita average of $1,443, Insur- 
ance Commissioner Swain reports. 
There were 464,720 policies in force. 
New business written amounted to $45,- 
387,199 and business _ terminated 
amounted to $37,992,112. Premiums re- 
ceived were $12,117,806 or an average of 
$46.61 per capita. 

There was in force $268,464,273 ordi- 
nary; $85,548,698 industrial and $31,- 
226,638 group. 





Pick Independent Union in Wis. 
MILWAUKEE —Industrial agents of 
the Prudential in Wisconsin voted 349 
to 94 for representation by the Inter- 
national Union of Life Insurance Agents, 


an independent labor union, as collective 
bargaining agency, it was announced by 
L. E. Gooding, chairman of the Wis- 
consin state employment relations board, 
which conducted an election by consent 
agreement of the union and the com- 
pany. Voting was held in seven cities 
of Wisconsin and Minnesota where the 
company has branch offices. 


is well acquainted with shipping men, 
He maintains constant contact with his 
Norse compatriots and is one of th 
leading men in the Norse affairs , 
San Francisco. 





J. Edward Doyle, president ay 
founder of the United Insurance Schqj ] 
and author of the “Key to Life Ingy. 
ance,” died at Charleston, S. C., afte 
being in ill health for several yea; 
Burial was at Orlando, Fla., Wednesday 
Mr. Doyle was well known in industri, 
ordinary offices over the country as; 
business representative of “The Indy. 
trial Salesman.” He had many year 
experience on a debit and as distriy 
manager for several industrial comp;. 
nies. 





P. R. Poulsson of the San Francisco 
office of Union Central Life recently 
celebrated his 50th anniversary of land- 
ing in San Francisco from a ship flying 
the flag of his native Norway. For 40 
of those years he has been in the life 
insurance business and for 30 years he 
has been with Union Central. 

He was the center of an office cele- 
bration, that stretched out among his 
friends in all lines of business. He has 
kept in touch with the water front and 





Five copies of “Problems of the Smally 
Estate” by Attorney G. B. Rogers cost $1, 
Order from National Underwriter. 
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ling “under the hood” 


In selling insurance today Connecticut General 
men don’t just polish the surface . . . _ they get 
‘“‘under the hood.”’ They are thoroughly trained and 
equipped to interpret the prospect’s needs completely. &b 
They are thus able to present him with a co-ordinated — 
plan of life that meshes his insurance requirements per- a Gave 
fectly with the other elements in his financial picture. e Pa 
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This modern approach, created to meet modern 
needs, brings a superior type of service to the policy- 
holder or the prospect, builds greater acceptance for the 
Connecticut General agent in his community, and is a 
very important strength that Connecticut General offers 
its agents. 


“L9FE* 
“ACCIDENT: 
“HEALTH: 
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Sur. 

oy after Bertrand A. Page, vice-president of 
year, MM Travelers, who died last week, was one 
nesday, MM of the very few remaining second gen- 
Usttial. HM eration accident insurance men. Mr. 
Y 482M page got his early training directly with 
Indu. the founders of the company. James 
yea’ HE ¢ Batterson, founder and first presi- 
distri HM sent was still at the head of the com- 
“Omp HE pany when Mr. Page began working 


there on May 17, 1888. 

Mr. Page had a great wealth of ac- 
cident and health insurance underwrit- 
ing information at his command. 
Whether Travelers or some other com- 
pany had made some experiment with 
an unusual coverage or form, Mr. Page 
remembered the outcome and for de- 
tails could always go to his files. He 
had a combination of talent rarely 
found in the business. He knew how 
to use his wealth of underwriting in- 
formation, not only to safeguard his 
company against loss by keeping away 
from unprofitable undertakings, but he 
was also adept at setting up new and 
diferent merchandising concepts of his 
product for use by his field force. 


Produced Something Salable 


The field men of the Travelers knew 
that Mr. Page hewed close to the line 
when judging risks as an underwriter, 
but he overcame whatever critical feel- 
ing might have grown out of this atti- 
tude by producing something salable 
for his men, particularly when the 
going got tough. He said once that 
the idea of medical reimbursement had 
been in his files virtually ready to use 
for some years before it was actually 
put on the market. He thought, how- 
ever, that a sales item which would 
build sales and morale among the pro- 
ducers, should be introduced when sales 
and morale were likely to be low. 
| Therefore, he favored the plan of hav- 
Hing a sales stimulant in the form of 
© proved merchandise ready for use in an 
» emergency. 

; Mr. Page got his clear and sympa- 
> thetic view of the producing forces 
| from his long direct work in the field 


) during his early years with the com- 





smalle 
Ost $1, 


i 


} the turn of the century, and his stories 
u were distinguished by pointing to some 
= They were 
/ not merely interesting personal remin- 
: — they almost invariably carried 
~ ideas. 


Gave Credit to Assistants 


The story of the Travelers accident 
and group life department for 50 years 
is the story of Bert Page. Always in 
discussing the record which had been 
made in these fields, he gave first credit 
to the assistants in his department. To 
avery high degree, Mr. Page had both 
the loyalty and the affection of the men 
} about him. They, themselves, when 
p asked about him, were likely to men- 
) tion quickly their faith in him and his 
+ Management ideas. 

Even before the observance of his 
hitieth anniversary with Travelers in 
» 1938, Mr. Page was by length of serv- 
= and scope of influence, a patriarch 
of Travelers. Yet he carried himself 
and expressed himself with a kind of 
yecrous ease which entirely belied his 
ong years of activity. He was always 
apologetic when stating that he had 
ay 50 years with the company, call- 
‘1g attention to the fact that he was 
Just a boy when he went there. 
we Or, three years before the ob- 
yn — of his fiftieth anniversary with 
ne travelers, THe NationaL UNoveER- 

ITER, recognizing that he had many 
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Recall Wealth of Talent 


B. A. Page 


interesting things to say, had prepared 
a long story and sought his permission 
to release it. He asked that it should 
not be done and it was put away in the 
files. However, when announcement 
was made of his fiftieth anniversary and 
the company gave him official recogni- 
tion, he was told that it was a fitting 
time to release the story and that it 
would be published unless he provided 
an emphatic refusal. A visit with him 
was both provoking and interesting. It 
was interesting because in a _ very 
short time he could tell almost an end- 
less number of interesting insurance 
facts and stories, but provoking because 
almost never could these stories be pub- 
lished since he regarded them as “Off 
the Record” information. 

For Mr. Page, an experience was 
worth something, and he acted upon the 
theory that a man should try to find out 
what it was worth, make a mental or 
written note of it, analyze it in relation 
to other experiences, and make it work 
for him. He followed the same plan 
with his accident agencies. He watched 
for production and underwriting danger 
points. He was not one of the execu- 
tives who just looked over and analyzed 
the gross figures. His early work in 
the field had taught him how to meas- 
ure individual performance in terms of 


underwriting profit and loss, and need- 


less to say this careful attention to in- 
dividual accounts is still a mark of ad- 
ministration in his department. 

The Travelers accident department 
without Bert Page! It will take time 
to get used to that. 





David E. Sprague, associate manager 
of the Boston office of the Union Cen- 
tral Life, and well known as a song 
leader at many state and national con- 
ventions, was married to Miss Elsie 
Gilley, secretary to the rector of Trinity 
church in Boston. Mr. Sprague has 
long been connected with that same 
church as director of the boys’ choir. 





Commissioner Bowles of Virginia was 
host at his home in Goochland county 
to his entire office staff. This is an 
annual affair. 





Atlantic Life Agency 
Chief Quits Insurance 








KENNETH R. MILLER 


Kenneth R. Miller has resigned as su- 
perintendent of agencies of Atlantic Life, 
effective Sept. 1. He has formed a con- 
nection in another line of work in New 
York. He went to Atlantic two years 
ago from the Sales Research Bureau. 
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CC It is our objective to provide our 


field representatives with all 


intangible, with which successis 


achieved in insurance selling. 99 


WALTER W. HEAD, President 
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You couldn’t sell an airplane propeller 
to a farmer who wants a tractor wheel. 


He doesn’t NEED it! 


That there is a need for MULTIPLE 
PROTECTION is proved by the fact 
that 205 of the new General American 
Life MULTIPLE PROTECTION con- 
tracts — totaling $907,500, with an 
average policy of $4,427.00— have 
been sold by our agents since its in- 


troduction. 


Investigate! Learn for yourself 
about this new contract and why it 
is so easy to sell. Write J. T. Lynn, 


Vice-President. 


GENERAL AMERICAN LIFE 
INSURANCE COMPANY 


WALTER W. HEAD, President 
St. Louis, Missouri 


MULTIPLE LINES: Participating « Non-Participating ¢ Salary Savings « Juvenile « Sub- 
Standard e Annuities « Commercial Accident and Health and Hospitalization e« Group Life 
Wholesale Insurance e Group Accident and Sickness e Group Accidental Death and Dismem- 
berment e Employee and Dependents Group Hospitalization with Surgical Procedure Benefits 
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Insurance Shortage Ahead-for Some 


INFLATION—in one aspect at least— 
seems to be already here. There is good 
reason to believe that much of the cur- 
rent resistance to the sale of life insur- 
ance is due to frantic efforts of the 
public to stock up with commodities 
on which they fear a price rise or a 
scarcity due, to defense priorities. A 
commonly heard remark today is, “I 
didn’t really need a new car but I bought 
one because I thought I’d better get 
it while I could.” 

From a sales standpoint it’s a pity 
that the federal price administrator 
can’t announce that so much insurance 
will be needed for the protection of 
soldiers that only a limited supply will 
be available to civilians and the price 
will probably go up despite the govern- 
ment’s most valiant efforts to hold it 
down. Not having the slightest faith 
in the government’s price control ef- 
forts, everybody would immediately 
rush to load up with life insurance. 
Since no scarcity looms in the life in- 
surance supply, this sales appeal must 
be regretfully passed up. On the other 


hand, when priorities and installment 
sale curbs and production cuts have 
made it impossible for the sellers of au- 
tomobiles, radios, refrigerators, wash- 
ing machines, and the like to push the 
sale of their goods aggressively, life 
insurance will still be available. 

Unluckily, however, there is an im- 
pending shortage of life insurance—for 
the unfortunate few who wait too long 
to buy. To the man who finds he can’t 
get insurance because he is no longer 
insurable it doesn’t matter much that 
the shortage applies to him personally 
rather than to all citizens. If anything, 
it makes it a little harder to bear. He 
can consider himself lucky to get insur- 
ance at the price increase represented by 
a rated or substandard policy. How 
many men who ought to be buying more 
life insurance are putting their money 
into automobiles and other purchases 
they don’t need, at the risk of finding 
themselves faced with a sharp price in- 
crease in life insurance or perhaps a 
complete shortage later on when they 
make up their minds? 


Increasing State Department Worth 


TueE California legislature passed a 
law increasing the salary of the insur- 
ance commissioner from $6,000 to 
$10,000. Insurance men will remember 
that one of the observations made by 
the TNEC in its investigation of life 
insurance was that the insurance com- 
missioners and their staffs should be 
better paid in order to attract a high 
grade of talent. Fortunately the state 
departments are manned by excellent 
people. However, the emoluments of 
office are not attractive enough to draw 
to it at all times men that should hold 
such positions, 


The insurance departments have im- 
mense responsibilities they owe the 
public. People look to the departments 
for accurate information regarding com- 
panies. It is impossible to give this 
unless there is enough money to pay for 
competent experts who can interpret a 
company statement and _ operations. 
California deserves credit for taking the 
lead. There have been a number of 
expressions from those outside of the 
insurance business that the state insur- 
ance departments deserve a_ greater 
income in order to accomplish the 
highest good. 


Clearing Up One's Signature 


WE have from time to time made a vio- 
lent and vigorous protest against people 
with undecipherable signatures not hav- 
ing their names typed below their sig- 
natures, especially if their names do not 
appear on the letterhead. There is noth- 
ing more aggravating than to have to 


Man Without Punch 


AN executive the other day was asked 
regarding one of his large city managers 
with whom the inquirer was well 
acquainted, He hesitated, threw his arm 
back, thrust his fist forward vigorously 


write to some person whose name can- 
not possibly be put together even by 
expert puzzlemakers. It takes very little 
time for a typist to write a signature be- 
low the written signature. It saves time, 
temper and perspiration especially dur- 
ing these hot days. 


and said: “He lacks that.” The inquirer 
said: “I suppose you mean punch!” The 
reply was in the affirmative. ; 

The executive in commenting on the 
manager said that he was acquainted 


with no one who was more amiable, 
gracious, friendly and hospitable. He 
asserted that he would rather go on a 
fishing or hunting trip with him than 
anyone with whom he came in contact. 
He had all the qualifications for success 
except what we call “punch.” 

That is a characteristic that can be, 
to an extent, acquired and cultivated. 






Men who have been timid and lack 
go-getting qualities have been able jy 
self discipline to reach a point whem 
they do have proper enthusiasm, yigy 
and power. Certainly to accomplig, 
one’s end, he must have driving powe 
and determination. People who a 
afflicted with too much mildness neg 
to fire up and get more steam ahead, 








PERSONAL SIDE OF THE BUSINESS 





Ater an absence of several months, 
R. M. Feese has returned to field 
activity with the John Hancock Mutual 
Life as branch manager in the Lexing- 
ton and eastern Kentucky territory. 

Mr. Feese has been with the John 
Hancock since Feb, 1932 and went to 
the Lexington office in 1934. He is 
associated with Stanley Reed and Mc- 
Kay Reed, Louisville general agents. 

A. B. Duellman, district manager John 
Hancock Mutual Life in Minneapolis, 
and his son, Anthony, both of whom 
were badly injured in an automobile 
crash near Brainerd, Minn., three weeks 
ago, are gradually recovering at Asbury 
hospital, Minneapolis. 

Joy M. Luidens, executive secretary 
Chicago Association of Life Underwrit- 
ers, has gone on a vacation trip to Yel- 
lowstone. At Cody, Wyo., she will meet 
her sister, Ethel Luidens, who is coun- 
cillor in the New Brunswick, N. J., 
schools and from there they will pro- 
ceed by automobile. 

Fred O. Ellis, supervisor for the Gor- 
don H. Campbell agency of the Aetna 
Life at Fort Smith, Ark., was married 
to Miss Julia Lemley, daughter of 
Judge and Mrs. Kendell Lemley of 
Hope, Ark. Miss Lemley is a grad- 
uate of the University of Arkansas and 
had been teaching home economics in 
the high school at Fort Smith. 


H. Bruce Veazey, San Antonio man- 
ager of Indianapolis Life, wrote, deliv- 
ered and paid for enough business the 
first three months of the current club 
year to qualify for membership in the 
Counselors Club, the company’s honor 
organization. 


Harry W. Colmery, president of Pio- 
neer National Life of Topeka, and for- 
mer national commander of the Ameri- 
can Legion, was recently elected chair- 
man of the American Legion Endow- 
ment Fund. This committee controls 
funds amounting to more than $5,- 
000,000. 


The Le Laurin family is definitely in 
the insurance business, the present gen- 
eration, and the generation coming on 
as well, Fred Le Laurin, oldest brother, 
is general agent of Aetna Life in New 
Orleans; one son, graduated from Tu- 
lane two years ago, has since then been 
with his father, and a second son, grad- 
uating this year from Tulane, has now 
entered the office. J. Victor Le Laurin 
is Kansas City manager of Sun Life of 
Canada. Louis Le Laurin is Aetna gen- 
eral agent in Louisville, and a brother- 
in-law, Fred Poe, is district manager of 
Northwestern Mutual in Little Rock. 
The Le Laurins are “originally from 
Arkansas.” 

Eber M. Spence of the Provident Mu- 
tual Life general agency firm of Shop- 
taugh, Spence & Barrett, Indianapolis, 


has been re-elected for a third ted 
a trustee of James Millikin University 
Decatur, Ill. “He graduated from the 
university in 1921. He is a past preg. 
dent of the Indianapolis Association 
Life Underwriters and is now nation 
committeeman. 

G. S. McCarter, superintendent 
ordinary agencies of American Nation 
of Galveston, is taking a vacation in hi 
favorite manner. His children, Frankliy 
and Helene, compete in a series of ten. 
nis tournaments each summer and the 
elder McCarter makes the circuit with 
them. 

C. A. Gough, deputy commissioner ¢ 
New Jersey, who underwent an oper 
tion at St. Francis Hospital in Trenton 
a number of weeks ago, is now able to 
see friends at the hospital but it will te 
some time before he can resume his 
duties. 

Miss Denise McConney, daughter of 
E. M. McConney, vice-president and ac- 
tuary of Bankers Life of Des Moines, 
was married there to Harlowe Clark, 
who is associated with the Des Moines 
“Register and Tribune.” 

William T. Earls, general agent Con- f 
necticut Mutual, Cincinnati, and Mrs 
Earls, the former Anna Bain Hiller- 
meyer of Lexington, Ky., are spending 
their honeymoon in Hawaii, following 
their marriage at St. Paul’s Catholic 
Church, Lexington, Saturday. T. W. 
Earls, twin brother of Mr. Earls, vice- 
president of the Earls-Blain Company, F 
Cincinnati, was best man. Ushers in- | 
cluded J. Vv. Earls, also a brother, treas- | 
urer of the Earls-Blain agency, and C. 
J. Zimmerman, general agent Connecti- 
cut Mutual, Chicago. Mr. Earls is af 
son of W. Earls, prominent Cincin- 
nati local agent and past president of the 
Ohio Association of Insurance Agents F 
and the Cincinnati Fire Underwriters As- 
sociation. He is a graduate of Holy — 
Cross. Mrs. Earls attended Nazareth F 
College and the University of Kentucky. 


DEATHS 


Anthony Pellechio, 38, for 15 years F 
with the Metropolitan Life and for the 
past four years assistant manager ine 
Newark, was killed in an automobile 
crash near Morristown, N. J. 

Funeral services were held in Milwat- 
kee for Mrs. Genevieve Martin 
liams, wife of M. H. O. Williams, get- 
eral agent of Northwestern Mutual Life F 
in Seattle and former assistant superit- 
tendent of agencies at the home offict 
before going to Seattle in 1927. : 

J. J. McSweeney, inspector of London F 
Life, died at his summer residence it 
Jackson’s Point, Ont. He was wit 
London Life 30 years and was pres 
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Dies Two Weeks After 
Becoming U.S. Senator 
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Opera. ALVA M. LUMPKIN 
rent 

sbleuf. | WASHINGTON-—U. S. Senator 
will te Alva M. Lumpkin” of South Carolina, 


chairman of the board of American 
United Life, died here less than two 
weeks after being appointed interim 


ne his 


— ' successor to Senator Byrnes, who was 
fines) named to the supreme court. ; 
Clark Senator Lumpkin, 55, was stricken 
Moines f | With a gastric hemorrhage as he was 

| preparing to leave for his home in Co- 
Con lumbia, S. C. ce. 

Mrs _ A former U. S. federal district judge 
Tiller.) 2 South Carolina, Senator Lumpkin 
ending long had been identified with life insur- 
owing} ance. He was a director of the insur- 
tholic }, ance. department of the Knights of 
- w.| Pythias, an organization he served as 


‘Ff supreme chancellor. When United Mu- 


ae | tual Life was formed to take over this 
rs in | insurance, he was elected chairman of 
treas- the board and served in that capacity 
nd C. until it was merged with American Cen- 


tral Life in 1937 to form American 
United Life. At that time he was 
elected chairman of the board of Ameri- 
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oO 
° 
. 
c 
Lae CREE ITE A 


incin 

of the f can United. 

gents He served in the South Carolina leg- 
-s As- islature from 1912 to 1915 and was as- 
Holy sistant state attorney-general in 1919, 
areth and was president of the bar associa- 
ucky. tion in 1934, 

aes Senator Lumpkin did not ask for the 


senatorial appointment, but was selected 
| by Governor Maybank on the basis of 
his ability. He had planned to return 
to Columbia to reengage in the practice 
of law after expiration of his term as 
senator. 

Mr. Lumpkin formerly was a member 
of the Legal Section of the American 
Life Convention and attended the an- 
nual meetings regularly. Only Thurs- 
day of last week THE NATIONAL UNDER- 
WRITER received a letter from Senator 
Lumpkin that he intended to return to 
the private practice of law when his sen- 
atorial career ended. He said in the let- 
ter that it took considerable courage to 
give up his position on the federal dis- 
trict bench, one that he held in great 
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ith regard. He stated that he acceded to 
- the governor’s request that he go to the 
res senate because of the very important is- 
ad sues before that body. 
ON : , 
ate dent of the Life Underwriters Associa- 
tion of Canada in 1924-25. He was a 
/ Fg C.L.U. and past president of the To- 
a z ronto Life Underwriters Association. 





.| Shoemaker is Vice-President 
nd: | New York City Life Underwriters 
4 Association has elected George P. Shoe- 


eal maker, general agent of Provident Mu- 

a tual Life, as educational vice-president, 
iron | succeeding Manager J. E. Bragg of 
Ret. | Guardian Life, New York, who was 


forced to give up the vice-presidency 
because of ill health. One of the 





youngest general agents, Mr. Shoemaker 
attained that rank in 1937. He entered 
life insurance in 1930. C. Preston Daw- 
son, general agent of New England Mu- 
tual, was elected to fill the vacancy on 
the directorate caused by Mr. Shoe- 
maker’s advancement. 


COMPANIES 


Northwestern National 
Issues Attractive Report 


Northwestern National Life has 
brought out a well-rounded, factual pic- 
ture of financial strength and progress 
in a booklet just published. Its title is, 
“How Can I Be Sure of the Safety and 
Soundness of My Investment in Life 
Insurance?” 

President O. J. Arnold explains in a 
foreword it is an annual report though 
much detailed data is omitted that often 
is included in an annual report. The 
purpose has been to present specific 
facts about the company’s record and 
condition, and to show how these con- 
tribute to security to make it possible 
for policyholders better to understand 
life insurance. 

“Life insurance policyholders are well 
aware that life insurance has done more 
to provide true security for the Ameri- 
can people than any other financial in- 
stitution,’ Mr. Arnold commented, “yet, 
more and more, policyholders are show- 
ing an interest in analyzing the sources 
of strength—and of possible weakness— 
in life insurance just as in every other 
business, social and governmental insti- 
tution that touches their lives. 

“The principle of life insurance is 
simple, but the operation of a modern 
legal reserve life insurance company is 
complex. How, then, can the layman 
expect to appraise the degree of success 
achieved by the management of his 
company in soundly administering his 
policy? ; 

“Northwestern National Life suggests 
that a helpful approach may be to ask 
three simple questions which, if they 
can be answered with sufficient factual 
data, to make each response a decisive 
‘yes,’ entitling the policyholder to feel 
that he has placed his own and his fam- 
ily’s security in good hands. The ques- 
tions are: Has my company a creditable 
record of past performance? Does my 
company currently manage its affairs 
wisely and conservatively: will every 
phase of its daily operations bear close 
scrutiny? Is my company’s manage- 
ment keeping pace with economic 
progress?” 

Progress this year is shown in a con- 
densed statement of the financial condi- 
tion June 30, contrasted with smaller 
figures in color from the Dec. 31, 
1940, statement. 


McKinney Joins London Life 


G. O. McKinney, formerly inspector 
of the Dominion department at Ottawa, 
has joined the London Life to do spe- 
cial work in the underwriting depart- 
ment. He is an associate of the Ac- 
tuarial Society of America and the 
American Institute of Actuaries. He 
has been with the department since 
graduation from the University of To- 
ronto in 1932. 

















Jefferson Standard Has Fast Pace 


Assets of Jefferson Standard Life in- 
creased during the first half of this 
year at the rate of $900,000 per month 
and now exceed $100,000,000, President 
Julian Price reported at the semi-annual 
meeting of directors. Insurance in 
force now exceeds $435,000,000. There 
was an increase in production, the re- 
newal rate was better and the insurance 
in force made a splendid increase. Paid 
for insurance for the half year amounted 
to $28,667,404, which was the largest 
total since 1928. The increase in in- 
surance in force amounted to $13,505,379 
which was the largest increase for the 
first six months in more than 20 years. 


Looxep forward to, week after 
week, studied carefully, quoted and saved 
for reference, the Agency Bulletin is im- 
portant to every U. C. agent. 


It serves as a popular clearing house for 
sales ideas and methods, information on 
business in general, news of agency ac- 
tivity and reports of sales performance. 


Union Central agents consider every issue 
as representing new sales dollars for them! 


The UNION CENTRAL LIFE INSURANCE CO. 


CINCINNATI, OHIO 
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Surplus was increased by $370,000,000 
and $100,000,000 was added to contin- 
gency reserve. Capital, surplus and con- 
tingency fund now total $7,200,000. 

Mr. Price announced that the 7,000 
shares of Pilot Life stock which Jeffer- 
son Standard made available to its 
stockholders on a prorata basis have 
been entirely subscribed. This gives 
Pilot the status of an entirely inde- 
pendent company and reduces Jefferson 
Standard’s original investment in Pilot 
to about 2,500 shares. 





Lehane Named Secretary 
of Central Life, Illinois 


L. J. Lehane of the Central Life of II- 
linois has been named secretary to suc- 
ceed S. B. Brad- 
ford, who recently 
became vice-presi- 
dent. Mr. Lehane 
is a member of the 
American Institute 
of Actuaries and 
Actuarial Society 
of America, and is 
past president of 
Chicago Actuarial 
Club.. He received 
the A. B. degree, 
magna cum laude, 
at University of 
Manitoba in 1928 
and joined Central 
Life the following year. In addition to 
his new duties, Mr. Lehane is secretary- 
treasurer of Plain Dealers Mutual Cas- 
sualty, the Central Life’s running mate 
which sells accident, health and hospi- 
talization insurance. 





L. J. Lehane 





L. S. Norman Appointed 
Michigan Life Actuary 


L. S. Norman has been appointed ac- 
tuary for Michigan Life of Detroit. 

Mr. Norman completed the program 
in actuarial science, and received a mas- 
ters degree in business administration 
from the University of Michigan in 1937. 
Since that time he has been actuarial as- 
sistant for Central Life of Illinois. Mr. 
Norman fills the place left vacant by the 
death of A. A. Speers. 


Change in Directorate 

Emry C. Green, president of Pilot 
Life of Greensboro, N. C., has resigned 
as director of Jefferson Standard Life 
of the same city, and W. G. Clark, Jr., 
of Tarboro, N. C., takes his place. Mr. 





Morrison in Charge of 
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H. M. MORRISON 


Great-West Life has appointed H. M. 
Morrison as manager of mortgage in- 
vestments. He succeeds the late F. J. 
Freer, and will take charge of the entire 
mortgage investments. 

Mr. Morrison went to Great-West in 
1920 as investment inspector in northern 
Saskatchewan, being transferred to the 
head office as supervisor of inspectors in 
1930, and in 1939 appointed supervisor 
of mortgages. Previously he was for 
three years in the valuation department 
of the British government, licensed as 
government valuator of urban_and rural 
properties. Upon going to Canada he 
spent two years in engineering construc- 
tion, and later was in charge of loans for 
several investment companies, 

Mr. Morrison still is closely associated 
with many of the western land associa- 
tions and is a senior member of the So- 
ciety of Residential Appraisers. In 
World War I he served with the Royal 
Engineers in the Far East and is captain 
and adjutant of the Manitoba Command 
Legion of Frontiersmen. 





A MUTUAL COMPANY 
ESTABLISHED 1860 


NOW IN vu /5 YEAR 


A milestone at which we are grateful for the 
steadfast confidence and good will that mark day- 


































Clark is engaged with his father, who 
is also a director of Jefferson Standard, 
in the mercantile and tobacco warehouse 
business. 












The Union Life of Little Rock has been 
admitted to Oklahoma. 


















LIFE AGENCY CHANGES 










by-day relations between policyholders, field force 
and home office staff. 





Shift Butterworth 
to Atlanta Post 


The New England Mutual Life has 
appointed Linwood Butterworth as gen- 
eral agent in Atlanta. He succeeds 
Maj. R. J. Guinn, who after 33 years of 
service in that capacity has asked to be 
relieved of his executive responsibilities. 
Major Guinn, as general agent emeritus, 
will maintain an active connection with 
the agency. 

Mr. Butterworth has been a partner in 
the highly successful firm of Davis & 
Butterworth, New England Mutual gen- 
eral agents in Richmond since 1927. A 
native Virginian, he was a three-letter 
athlete and graduated in 1920 from Ran- 
dolph-Macon College, after service as 
ensign in the naval reserve during the 
first world war. 

Refusing a professional baseball con- 
tract, he put in three years in banking. 
He then completed the insurance course 
under C. J. Rockwell at the Univérsity 
of Pittsburgh, and became a_ partner 
with B. W. Davis in Richmond. They 
had been close friends in college ae 
battery mates on Randolph-Macon’s 
baseball team. The Davis & Butter- 













An anniversary in which we are striving to be 
worthy of continued leadership as one of America’s 
oldest and strongest life insurance companies. 

























LINWOOD BUTTERWORTH 






worth agency has long been outstand- 
ing in New England Mutual’s organ- 
ization and in 1938 was awarded the 
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President’s Trophy for general excel- 
lence in agency development. 

Mr. Butterworth is a past president of 
the Richmond Life Underwriters Asso- 
ciation and Life Agencv Managers, Inc., 
of Richmond. He is now secretary- 
treasurer of the New England Mutual 
General Agents Assocation. 





Bewley Takes Charge of 
Springfield, Ill., Branch 


Erle G. Bewley, Jr., agency organizer 
for New York Life at Tulsa for the last 
10 years, working under the Oklahoma 
City branch office, has been placed in 
charge of the Springfield, Ill., branch as 
agency organizer. He fills the vacancy 
left by the death recently of R. J. Dun- 
ning, agency director. 

Mr. Bewley, who is 41 years of age, 
has spent his entire business life with 
New York Life. He started as a clerk 
in the Tulsa branch, being advanced to 
cashier, and then went into agency work 
as organizer. 

His father, Earle G. Bewley, Sr., 
Oklahoma City, is supervisor of division 
2 of the southwestern department of 
New York Life. He is one of that com- 
pany’s most successful agency men and 
has built one of the largest branch offices 
in Oklahoma. 





Hooten Houston General Agent 


Jess B. Hooten of Houston, Tex., has 
been appointed general agent for that 
territory by Republic National Life of 
Dallas. Mr. Hooten has been in full- 
time production since 1932, and in recent 
years has made a remarkable success of 
the social’ security approach. 





John Hancock Appoints 
Hooton in Pittsburgh 





Donald W. Hooton has been ap- 
pointed general agent in Pittsburgh by 
John Hancock Mu- 
tual Life. He has 
been in life insur- 
ance in Pittsburgh 
nine years and has 
had long’ experi- 
ence in brokerage 
and supervision, 
He started with 
the Holgar John- 
son agency of Penn 
Mutual and later 
was assistant gen- 
eral agent of State 





Mutual. He is a 
native of Illinois 
and graduated ~ 


from the University of Illinois in 1923. 
He is a past president of the Super- 
visors Club of Pittsburgh and was chair- 
a of the Pittsburgh sales congress in 
940. 


Chicago Agent, Educator, 
Goes with Swanson 





George L. Grimm, well known Chi- 
cago life man, this week was appointed 
production man- 
ager by H.°G. 
Swanson, Chicago 
general agent of 
New England Mu- 
tual bitte... Me 
Grimm resigned as 
special agent of 
Northwestern Mu- 
tual Life in the 
Hobart & Oates 
general agency, 
Chicago, with 
which he had been 
connected for a 
number of years. 
He is best known 
as instructor in life insurance funda- 
mentals in the life insurance school of 
Northwestern University and as director 
of the’C. L. U. course there. 

Mr. Grimm in the Swanson agency 
succeeds Howard L. Cundy, who re- 
signed as of Aug. 15 to go with the 
Hughes agency of Massachusetts Mu- 
tual Life in Chicago as a supervisor. 


Introduced at Breakfast 


Mr. Grimm was introduced to the 
‘Swanson agency at a breakfast Monday 
at which General Agent Swanson was 
host. Mr. Swanson noted many factors 





G. L. Grimm 


that are making life insurance produc- . 


tion better this year, including employ- 
ment greater than in 1929, relief rolls 
cut in half with many cities having no 
employables left on relief, and class 1 
railroads’ earnings greatly increased. He 
noted the Swanson brokerage depart- 
ment has had a 30 percent gain in busi- 
ness so far this year. Mr. Swanson 
announced his brother Robert, who has 
been brokerage manager, enlisted in the 
intelligence department of the naval re- 
serve and soon will leave for active duty. 

Mr. Grimm has been in life insurance 
work 14 years, all with Northwestern 
Mutual in Chicago. He became statisti- 
cian of Hobart & Oates, then was 
agency supervisor for a time. Later he 
was manager of production and for the 
last year has been special agent. Pre- 
viously for several years he was associ- 
ated with American Telephone & Tele- 
graph Company and before that worked 
in a bank. 


Active in Association Work 


Mr. Grimm is educational chairman 
and a director of Chicago Association 
of Life Underwriters. He headed the 
program committee for the successful 
Saturday morning forums held for many 
weeks by the association and was on the 
membership committee. He is also treas- 
urer of the Wailing Wall committee of 
midwestern colleges. 








LIFE SALES MEETINGS 





Mutual Trust Men 
Meet in Chicago 


The complete program for the western 
regional convention of Mutual Trust 
Life at Edgewater Beach hotel, Chicago, 
Aug. 11-13, was announced this week. 
In attendance will be top-notch agents 
from nine middle-western and western 
States, 

Highlights of the convention will be 
the opening address, “The Progress of 
an Ideal,” by President Edwin A. Ol- 
son, and the convention banquet the last 
evening. The program is: 

August 11, Morning 


Convention called to order by Vice- 
President A. B. Slattengren. 

‘The Progress of an Ideal,” President 
Edwin A. Olson. 

“Current Mortality Trends,’ Dr. A. A. 
Willander, medical director. 


“You as an Advertisement,” Clayton 
Walter, advertising counsel. 

“Your Company,” Howard J. Burridge, 
vice-president and secretary, THE NATIONA3j 
UNDERWRITER. 

“Looking Ahead,” Raymond Olson, 
vice-president and counsel. 

Afternoon 
General agents’ meeting at home office. 
Agents inspect home office. 


Tuesday—Morning 


L. R. Lunoe, chairman. 

The New Agents’ Manual, W. R. Goode. 

The Direct Mail Plan, interviews with 
Garnett Lentz, Walton Murat, Lawrence 
Wade, Carl Homann; interviewer, Dave 
Dawson, field supervisor. 

“The Social Security Determinator,” 
Paul S. Nelson, Minneapolis manager. 

“The Family Income Folder,” inter- 
views with Hollis E. Beckman, J. Law- 
rence Presler, William J. F. Roll, J. Wil- 
liam Johnson; interviewer, Stacy Mer- 
chant, field supervisor. 

“The New Mortgage Redemption Sales 


Portfolio,” H. A. Newhart, agency secre- 
tary. 


August 13—Morning 


“Various Life Insurance Pension 
Plans,” I. L. Grimes, secretary and ac- 
tuary. 

“All Questions Answered,” C. E. Menor, 
Jr., chief underwriter. 

“Our Liberal Settlement Options,” 
interviews with Fred G. Schnieders, Carl 
J. Homann, Jean P. Harrison; inter- 
viewer, H. A. Newhart. 

Objection contest—board of judges: L. 
R. Lunoe, Fred A. Hardy, Paul S. Nelson, 
Dave Dawson, Stacy Merchant. 

Another regional will be held at Bol- 
ton’s Landing, N. Y., Aug. 25-28. 


Lamar Life Stresses Quality 
Business, Intensive Training 


Improvement in quality of business 
and more intensive training of fewer 
agents was stressed by H. M. Faser, 
agency director of Lamar Life, at the 
agency convention of the company at 
the Hollywood Beach Hotel near Mi- 
ami, Fla. He was introduced by M. E. 
Klindworth, Earle, Ark., president of 
the All Star Club. It was primarily a 
convention for the agents and princi- 
pally by the agents. 

One of the outstanding talks of the 
first day’s program was by Mrs. Klind- 








worth on “The Role of an All Star’s 


Wife.” Other speakers were: P. K. 
Lutken, president; W. D. Owens, vice- 
president and secretary; A. E. Babbitt, 
vice-president and actuary; W. K. Fritz, 
manager of underwriting; Rex B. Ma- 
gee, advertising manager, and these 
agents: W. B. Hunter, Gallatin, Tenn.; 
H. W. Gober and George Donavan, 
Jackson, Miss.; A. B. Kelly, Jr., Ya- 
zoo City, Miss.; D. B. Aycock, Jones- 
boro, Ark., and W. R. Priester, Jr., 
Natchez, Miss. 


Meeting Day's Needs Theme 
of Ohio State Life Rally 


With a program designed to meet 
present day needs in life insurance, the 
Ohio State Life held its 35th anniversary 
convention at White Sulnhur Springs, 
W. Va., with more than 100 in attend- 
ance. Among the subjects discussed 
were building present and new organi- 
zations, changing markets, finding to- 
day’s buyers, sales processes, increasing 
margins of profit, etc. 

The convention opened with a recep- 
tion for general agents and agency man- 
agers and their wives. At the banquet 
Frank L. Barnes, vice-president and 
agency director, was toastmaster, and 
talks were given by President Claris 
Adams and J. M. Gantz, Cincinnati and 
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— Minnesota Mutual 
NEW PAID BUSINESS the first six months of this 


year was over 20% ahead of the same period last 
Much of the increase can be attributed to 
the FAMILY POLICY, our "All in One" Plan which 


insures the entire family under ONE contract. In 


A liberal agency contract 

A plan for financing your agency 
Accounting methods to guide you 
Proven plans for finding—training agents 
A liberal financing plan for your agents 
A unique supervisory system 

Organized Selling Plan 

Unusually effective selling equipment 


Policies for every purpose: Regular — Family — 
Juvenile—Women—Group—Payroll-Savings, etc. 
Low monthly premiums 


A $245,000,000 Mutual Company, 61 years old, with an 
understanding, cooperative Home Office 


THE MINNESOTA MUTUAL 
LIFE INSURANCE COMPANY 


Saint Paul, Minnesota 


IS GOOD” 
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Columbus general agent of the Pacific 
Mutual. 

J. C. McFarland, Cincinnati general 
agent, was named president of the Presi- 
dent’s Club and Alfred Guay, Los An- 
geles general agent, secretary. Sam 
Cytron of St. Louis was named presi- 
dent of the Honor Club and E. S. Spear, 
Gallipolis, O., secretary. 


Woodson Conducts Congress 


B. N. Woodson, director of service 
Sales Research Bureau, conducted a gen- 
eral sales congress, in which agents took 
part. In these discussions it was brought 
out that morale in an agency is more 
important than. methods; that agents 
must be made to feel they are an im- 
portant part of the agency and must 
have a determination to win. It was 
shown that morale is an agency problem 
rather than an individual one. It is not 
what the agent tells a prospect, it was 
said, but what the prospect believes that 
counts, and it was pointed out that the 
general agent is 95 percent responsible 
for an agent’s success. 

Recruiting was discussed at length 
and general agents were urged to seek 
as agents men who have been disturbed 
in their work economically or occupa- 
tionally. It was shown that the curtail- 
ment of activity in many industries as a 
result of defense preparations is leaving 
many men without employment and 
open to new undertakings. 

President Adams reported on a work 
survey he made in June on the activi- 
ties of Ohio State Life agents. It cov- 
ered the number of calls, interviews and 
sales made, broken down into age and 
occupational groups. 

Plans for the coming year were dis- 
cussed by Mr. Barnes, H. D. Taylor, 
supervisor of agencies, and T. T. Mc- 
Clintock, manager health and accident 

department. It was announced that the 
agents the coming year will be equipped 
with a new health and accident kit. 


Victory Life Will Close 
Home Office for Convention 


TOPEKA, KAN.—An unusual an- 
nual convention will be held by Victory 
Life at Estes Park, Colo., Aug. 10-13. 

Because this is the company’s 20th an- 
niversary, in addition to agents who 
meet certain production standards, all 
home office employes together with of- 
ficers and directors of the company will 
attend the four-day affair. The home of- 
fice will shut down from Aug. 11-14. 

A total of approximately 130 are ex- 
pected to attend the Colorado outing. 

Production for 1941 to date shows a 
substantial increase over 1940 in the 
same period. Last year was the best in 
the company’s history, according to E. 
E. Shurtleff, vice-president and assistant 
general manager. 


Pacific Mutual’s 1942 Plans 


Pacific Mutual Life will hold a con- 
vention at Catalina Island in 1942 ex- 
clusively for the quarter million dollar 
division of the Big Tree Club. The date 
will be announced later. 











Great Northen Wausau Meeting 


E, G. Leist, Wausau, Wis., general 
agent of Great Northern Life, sponsored 
a two-day agency meeting in new offices 
just opened there. In attendance from 
the home office where H. G, Royer, presi- 
dent; John A. Sullivan, vice-president, 


and E. P. Oertel, assistant vice-presi- 
dent. 


Republic National Convention 


Ward Phelps of the Sales Research 
Bureau will conduct a two-day seminar 
in connection with the convention of 





Republic National Life in Dallas Aug. 
27-30. President Theo. P. Beasley will 
speak the first day and present awards. 
Officials will explain various company 
practices and future plans, Visiting 
wives will be suitably entertained, and 
the convention will close with a dinner. 








NEWS OF LIFE 


ASSOCIATIONS 





School for Local Officers 


to Be Held in Michigan 

DETROIT—Instruction of officers 
and committee chairmen of local life un- 
derwriters’ associations in their duties 
will be offered by the Michigan Associ- 
ation of Life Underwriters again this 
season in a one-day school late in Au- 
gust or early in September in some mid- 
state city, probably Lansing. The date 
and place will be announced' later by 
President H. L. Harvey, Equitable of 
Iowa, Kalamazoo, President Harvey 
has asked E. P. Balkema, Northwestern 
National, Detroit, past president, and 
H. B. Thompson, Detroit, secretary- 
treasurer of the association, to conduct 
the school, as they did so successfully 
last year. 





Ackerman Honored in Newark 


NEWARK—Laurence J. Ackerman, 
professor of insurance at the University 
of Newark, was tendered a farewell 
luncheon by the executive committee of 
the Life Underwriters Association of 
Northern New Jersey, and presented a 
set of golf clubs. 

Professor Ackerman, who has been ed- 
ucational director of the association and 
the New Jersey Association of Insur- 
ance Agents, has been appointed dean of 
the school of business at the University 
of Connecticut, Storrs, Conn., and will 
take his new post Sept. 1. 





Durham, N. C.—The association cele- 
brated its 10th anniversary at a meet- 
ing at which Tully Blair, vice-president 
Security Life & Trust, Winston-Salem, 
N. C., was principal speaker. Tributes 
were paid to past presidents and de- 
ceased members. 

North Carolina—W. T. Beatty of Ra- 
leigh has been appointed secretary by 
John T. Richardson of Raleigh, recently 
elected president. 

Los Angeles—A sales congress will be 
held Sept. 25-26. L. G. Simon, New York, 
will have charge of the program and 
conduct discussions of problems and 
sales points the first morning and all 
the second day. A number of prominent 
life men will speak Friday. 

The board voted to suspend dues of 
members in service or who may be 
called, for the time of their stay. This 
action is in line with the law recently 
enacted in which the state insurance di- 
vision will keep in force the license of 
any agent or broker in service at the 
end of the license year, until he com- 
pletes his term. 

Dallas — President John P. Costello, 
Southwestern Life, has designated the 
directors as key men in the general ad- 
ministration. Each member of the board 
has been given a group of related com- 
mittees over which he will have general 
supervision. For example, the adminis- 
trative group of committees has been 


assigned to H. M. Roberts, Reliance Life, — 


His 
service bureau, 


committees are: 
finance, 


vice-president. 
Policyholders’ 


sales congress and constitution and by- 
laws. Charles E. Seay, Southland Life, 
treasurer, has been given charge of the 
program committee and the committee 
on special events. E. C. Stradley, New 
England Mutual Life, has been assigned 
the committees on law and legislation 
and business standards and conservation. 

Birmingham, Ala.—Life insurance sales 
have increased in Canada during the two 
years the country has been in a state 
of declared war, J. S. Roberts, advertis- 
ing manager Retail Credit Company, At- 
lanta, said. While the number of male 
applicants decreased, female and chil- 
dren’s applications more than made up 
the difference. 

The annual picnic will be held Aug. 
28 at Roebuck Club. 

Northern New Jersey—The executive 
committee will hold a luncheon meeting 
Aug. 12. President Frank A. Williams 
has resigned as national committeeman 
and appointed J. Bruce MacWhinney as 
his successor. A new national commit- 
teeman will be appointed following the 
annual convention of the National asso- 
ciation. 

San Antonio, Tex.—E. A. Sibley, trust 
officer of the Frost National Bank of 
San Antonio, spoke on “Cooperative Bene- 
fits—Life Underwriters and Trust Es- 
tates.” 

Mr. Sibley gave as the purposes of the 
work of the life underwriter and that of 
the trust officer as the preservation of 
the assets of the estate builder for the 
protection of the beneficiaries. The ad- 
vantage as he sees it in a trust estate 
is the greater flexibility with resultant 
ease in adjusting the income to the 
beneficiary. 


CHICAGO 


HONOR VETERAN WITH LUNCHEON 


The casualty department of Aetna 
Life in Chicago joined the R. S. Ed- 
wards life agency in sponsoring a joint 
luncheon in the La Salle Hotel in honor 
of Rudolph LeBoy, who has just com- 
pleted 25 years as a life and casualty 
agent in Chicago. Mr. LeBoy has been 
one of the leading agents throughout 
this time. 














SPECIAL CINCINNATI TRAIN 


The Chicago Association of Life 
Underwriters is organizing a party to at- 
tend the National association meeting in 
Cincinnati. They will leave Chicago on 
the New York Central’s new train, the 
“James Whitcomb Riley,” at 4:40 p. m., 
Monday, Sept. 15, from the central sta- 
tion. Reservations are being made 
through the association office. 








V. E. Henderson, after taking an in- 
surance course in Chicago, has joined 
his father, Sherman R. Henderson, gen- 
eral agent of Continental Assurance and 
Continental Casualty in Columbus. 








AGENTS WANTED! 


Territory Open in Virginia, 
West Virginia, and Kentucky 











GEORGE WASHINGTON LIFE INSURANCE COMPANY 


CHARLESTON, W. VA. 





















— Bud. 


YOUR OWN AGENCY, OR 
BOOST YOUR INCOME . , 


t 

Heres How: 

8 
The Wisconsin National helps you to 
success and security. It offers a new 
and attractive life agency plan with 
a group of select and salable poli. 
cies—diversified policies—Life, Acci- 
dent and Health. 


Or, you can boost your present in- 
come. The Wisconsin National has 
the policies that will secure increased 
income for you through new business 
as well as renewals. Your commis- 
sions will be most liberal, supple- 
mented by prompt claim service. 


For contract and territory in Wis- 
consin, Illinois, Minnesota, Michi- 


gan or Indiana, address Agency 

Manager. 

LIFE * ACCIDENT 
* HEALTH © 


WISCONSIN (NATIONAL 
LIFE INSURANCE C CMPANY 


OSHKOSH, WISCONSIN 














. . . A real opportunity 
for the right man to qual- 
ify for a general agency 
contract with 


CENTRAL LIFE of ILLINOIS 


INVESTIGATE 
TODAY! 


Lentral Life 


INSURANCE COMPANY 


of Illinals 


ALFRED MacARTHUR, PRESIDENT 
211 WEST WACKER DRIVE, CHICAGO 
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INSURANCE INSTITUTE SYLLABUS 


The Insurance Institute of America 
has issued a syllabus of its 1941-42 
courses in insurance, covering the fire, 
casualty, life, marine and suretyship di- 
yisions. ‘The courses are given by more 
than 40 affiliated societies and study 
groups throughout the country, and for 
those unable to join correspondence 
courses are available. The latter service 
will be especially valuable to men in 
military service who desire to keep 
abreast of underwriting principles. 





KNIGHT AGENCY GAINS 


The Charles B. Knight Agency of the 
Union Central Life in New York City 
paid for $1,183,051 in July as against 
$913,726 in July, 1940. 





KEFFER FETES TOP MEN 


General Agent R. H. Keffer of Aetna 
Life was host at an all-day outing at 
Lido Country Club to 37 agents who 
qualified at least once during the last 


By R. B. MITCHELL 





12 months among the top 10 produc- 
ers in the agency for the month. Guests 
from the home office included Vice- 
presidents S. T. Whatley, W. H. Dal- 
las, E. E. Cammack, and Secretary I. 
F, Cook. 


BEHA HOST TO NEWS MEN 


Insurance press representatives were 
guests of James A. Beha, former New 
York superintendent of insurance and 
later general manager of the National 
Bureau of Casualty & Surety Under- 
writers, at an informal luncheon at the 
India House in New York. While offi- 
cially identified with insurance inter- 
ests Mr. Beha was popular with the 
newspapermen. Since retiring from the 
National Bureau four years ago, Mr. 
Beha has developed an extensive pri- 
vate law practice, specializing in insur- 
ance, and is a director of several fire, 
life and casualty companies. A son, 
James J., is a lawyer and recently en- 
tered the New York law firm of Ander- 
son, Gasser, Ferris & Anderson. 








PACIFIC COAST 


AND MOUNTAIN 





Sues in Los Angeles on 
“Claim Ring” Case in N. Y. 


LOS ANGELES—Breaking up of the 
fake disability ring in New York by 
District Attorney Dewey is having a re- 
percussion in county courts here, with 
three eastern life companies involved in 
the litigation. Allen Lapidus, West Los 
Angeles resident, who formerly lived in 
New York City, sued Equitable Society, 
New York Life and Union Central Life 
for disability benefits on his policies 
from early in April up to the time suit 
was instituted, averring the companies 
stopped payment of benefits in April. 

The Equitable’s answer denied liabil- 
ity and a cross complaint sought recov- 
ery from Lapidus of $6,000 which it was 
charged was collected unlawfully. New 
York Life and Union Central in their 
answers denied liability, and Union Cen- 
tral in a cross complaint sought to re- 
cover the amount paid Lapidus. 

_ The companies in April stopped pay- 
ing disability benefits to Lapidus as the 
result of an investigation during the 
course of which confessions on file in 
the litigation incident to breaking up the 
New York ring, were discovered. In the 
New York case an attorney and a physi- 


cian admitted they coached and prepared 
Lapidus to present his claim, according 
to the three life companies, administering 
drugs to present an abnormal condition 
when undergoing examination to estab- 
lish the degree of disability. 


Penn Mutual Coast Conference 


The Penn Mutual Life will hold a Pa- 
cific Coast educational conference and 
convention in San Francisco Aug. 15-16, 
with F. J. Curry, San Francisco gen- 
eral agent, as host. Principal speakers 
will be John A. Stevenson, president; 
Eric Johnson, recently elected vice- 
president, and Wallis Boileau, Jr., sec- 
ond vice-president. The sessions will 
be attended by all agencies from Den- 
ver west, with an anticipated registra- 
tion of 150. 

A pleasure trip to Pleasanton will be 
a feature. 








Life Salesman, Credit Man 
Both Get Financial Picture 


By way of emphasizing the wisdom 
of doing business with qualified life un- 
derwriters, John A. Monroe, Jr., Great 


National Life, Dallas, vice-president of 
the Texas Association of Life Under- 
writers, told the Dallas Retail Credit 
Men’s Association that, just as credit 
men need to take a financial picture be- 


fore extending credit to clients of their 


particular concerns, competent life un- 
derwriters make a similar picture of 
their prospects in order to sell them the 
right kind of life insurance program. 

“Life insurance property is good, but 
ownership is careless,” Mr. Monroe said 
in declaring that it is difficult to own 
life insurance correctly. “Choose your 
life underwriter carefully, for the kind 
of policy is important. Have faith in 
your life underwriter; be sure you un- 
derstand your policies and your life in- 
surance program; ask questions; talk 
with your life underwriter at least once 
a year under favorable circumstances. 

“Insurance proceeds are to take care 
of the family, not for the family to take 
care of.” 


AGENCY NEWS 











Agency Honors Janszen 


Members of the San Antonio agency 
of Jefferson Standard Life have set aside 
August to honor A. G. Janszen, who 
completes 25 years of service Aug. 16. 
The agency will place 15 cents in a 
Janszen gift pot for every $1,000 of 
business produced during the month. 
The goal is $350,000, which will produce 
$52.50 to buy a gift for Mr. Janszen, 
who holds the oldest contract with 
Jefferson Standard west of the Missis- 
sippi river. 

Mr. Janszen started with Jefferson 
Standard while cashier of the Cibolo, 
Tex., bank. He has written insurance 
on the lives of over 2,500 people for ap- 
proximately $5,000,000, 

At the end of the month, the agency 
will hold a victory dinner with Mr. 
Janszen as honor guest, and he will 
be presented a 25-year service pin by a 
company official. 





Chipman Agency’s Conference 


The H. A. Chipman agency of Equi- 
table Society, Columbus, O., held a 
three-day educational conference at 
Lake Wawasee, Ind. The agency con- 
ducted a six-weeks’ written business 
campaign, during which about 75 agents 
qualified to attend the convention. It 
produced $1,031,125 of life insurance, 97 
percent with cash settlement. Depew 
Head of Columbus secured 27 appli- 
cations for $167,000. P. J. Paul, Can- 
ton, O., led in number of applications, 
insuring 51 lives. 
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MANUFACTURERS 


ITHIN this Company, there is an ideal combination 
of the stability of age and the vigor of youth. 


Fifty-four years of sound conservative precept and prac- 
tice have built up a stable institution, strong financially 
and well seasoned in experience. 

On this foundation is based today a truly modern, vig- 
orous and progressive life insurance service. 


INSURANCE IN FORCE, 60414 MILLION DOLLARS 
(Including Deferred Annuities) 


ASSETS, 190 MILLION DOLLARS 


LIFE 


INSURANCE COM 


HEAD OFFICE 
TORONTO, CANADA 
Established 1887 





Jefferson Standard Men 
Complete L.O.M.A. Course 


Eleven members of the home office 
staff and 12 of the branch office per- 
sonnel of the Jefferson Standard Life 
have successfully completed examina- 
tions in the Life Office Management As- 
sociation course. 

W. L. Seawell, Jr., cashier of the Macon 
branch; Abner C. Crothers, cashier of 
the Roanoke branch, and J. M. Ward 
and W. Kell Gay of the home office 
have completed Course 1. John Barney 
of the home office completed Course 3. 


Exempts Policy Proceeds 


The proceeds of life insurance policies 
are exempt from the Pennsylvania per- 
sonal property tax law under terms of 
a bill which Governor James has signed. 

The bill was pushed by the Pennsyl- 
vania Association of Life Underwriters 
and was sponsored by Senator George 
N. Wade, who is also general agent of 


Ohio National in Harrisburg. 
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CALIFORNIA 
Barrett N. Coates 
COATES & HERFURTH 
CONSULTING ACTUARIES . 


582 Market Street 437 S. Hill Street 
SAN FRANCISCO LOS ANGELES 


ILLINOIS 
WALTER C. GREEN 


Consulting Actuary 
Franklin 2633 
211 W. Wacker Drive, Chicago 
























































HARRY S. TRESSEL 


Certified Public Accountant and 








i Actuary 
10 S. La Salle St., Chicago 
Associates 
M. Wolfman, A. A. I. A. Franklin 4020 
N. A. Moscovitch, Ph. D. 
L. J. Lally 








INDIANA 


HARRY C. MARVIN 
Consulting Actuary 
221 E. Ohio Street 
INDIANAPOLIS, INDIANA 





























NEW YORK 
Established in 1865 by David Parks Fackler 


FACKLER & COMPANY 


Consulting Actuary 


Edward B. Fackler Robert O. Holran 
8 West 40th Street New York City 























Consulting Actuaries 
Auditors and Accountants 


S. H. and Lee J. Wolfe 


Lee J. Wolfe 

William M. Corcoran 

Joseph Linder 

110 John Street, New York, N. Y. 


PENNSYLVANIA 


FRANK M. SPEAKMAN 
CONSULTING ACTUARY 
Associate 
E. P. Higgins 
PHILADELPHIA 
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Wilson Proposal on 
Settlement Options 
Gets Wide Reaction 


Reaction to the recent suggestion of 
Warner C. Wilson, Guardian Life, pres- 
ident of the Cincinnati Life Underwrit- 
ers Association, that settlement options 
be simplified and made more flexible, 
has come from a number of company 
officials and men in the field. In gen- 
eral the reaction has been favorable and 
a great deal of constructive interest has 
been shown in the problems brought up 
by Mr. Wilson. 

E. M. McConney, vice-president and 
actuary Bankers Life of Iowa, comments 
on Mr. Wilson’s use of the expression, 
“legal age.” 

“That expression varies in the differ- 
ent states,” Mr. McConney points out, 
“particularly in respect to girls who 
marry before age 21, and we have found 
it much better in our agreements to 
use a definite age, which is 21.” __ 

Commenting on the current discus- 
sions with respect to the 2 percent serv- 
ice fee, Mr. McConney said, “This ques- 
tion depends so much upon the New 
York law for those companies licensed 
in New York state and upon the con- 
tractual relationship between company 
and general agent and his men that your 
broad statement on page 5 is likely to 
cause unrest and dissatisfaction. I have 
been on the compensation committee of 
the bureau (Sales Research Bureau) 
studying this question and from my con- 
tacts with various companies, I find an 
excellent spirit of cooperation with the 
field force in respect to this question, 
and every such company seems to be 
making a real effort to work out the 
matter. 


Too Much Complication 


“Sometimes I wonder if the life insur- 
ance business as a whole is not going 
too far in making up complicated set- 
tlement option agreements that seem to 
be popular now,” continued Mr. McCon- 
ney. “Our civilization is going through 
rapid changes and under such circum- 
stances it seems to me that we should 
strive for as much simplicity as possible 
in trying to tie up the future.” 

Mr. Wilson’s contention that fhe ben- 
eficiary should be given an option to 
change one plan of payment to another 
after assured’s death within ‘reasonable 
limits; that is, from the proceeds at in- 
terest to limited installments or life in- 
come, or both, drew hearty endorsement 
from Bert A. Hedges, manager in Kan- 
sas for Business Men’s Assurance. 

“Much insurance is left on limited in- 
stallment, being drawn up, for example, 
to be paid 20 years after assured’s 
death,” Mr. Hedges commented. “That 
is all right when the option is drawn, 
but 10 years later his children are that 
much older and he is in the absurd po- 
sition of providing a family income to 
keep a home together after his children 
are 25 or 30 years of age. Then at the 
end of that period, there is nothing left 
for the wife because she had no option 
to change it to a life income for herself. 
No allowance was made, either, for the 
fact that the amount of income needed 
is greater during the family-rearing pe- 
riod than for the wife alone after the 
children are grown. I have preached 
this doctrine for years and have always 
tried to fix settlement options in enough 
of the companies which would permit, 
so as to give the wife an option to make 
changes which you have suggested. 


Plain English for Options 


“While vou are about it, let’s try to 
get those home office attorneys to write 
settlement options in plain, every day 
English, on an attractive form similar 
to that of the policy so that it can be 
attached to the outside rather than 
tucked away inside in a lot of legal 
phrases. An agent goes out to sell a 


monthlv income plan for a special pur- 
nose. The policv is issued showing just 
the lump sum and the thing that the agent 
really sold is hidden away under an ob- 
scurely drawn settlement option inside. 


It always seemed to me that this was 
quite a letdown. Fortunately my own and 
some other companies are now issuing 
policies where only the monthly income 
as sold is shown on the front page and 
provisions of the beneficiary payment it- 
self, but most of them are not drawn 
that way.” 

The tremendous amount of time con- 
sumed by the underwriter drew from 
Roy Ray Roberts, State Mutual, Los An- 
geles, the comment that “while you are 
on this subject shouldn’t some plan be 
worked out whereby beneficiary forms 
would be furnished to an underwriter if 
his request for such forms is made over 
the signature of assured, with the stip- 
ulation that assured desires the company 
to forward them to the underwriter in 
question? 

“Tt seems to me that the company 
would be perfectly safe in sending out 
such forms if assured signs the request 
and the underwriter is a member of his 
local life underwriters association. The 
greatest delay I have had is in dealing 
with companies that refuse to send the 
forms, even when I have the request 
over the signature of assured, but insist 
on sending them out to assured, or in 
most cases to their agent.” 

Mr. Roberts suggested that the prob- 
lems brought out by Mr. Wilson be re- 
ferred to National association trustees. 
H. G. Kenagy, superintendent of agen- 
cies of Mutual Benefit Life, suggested 
that the Life Sales Research Bureau 
may hold a special conference for the 
larger companies and if so, the general 
subject of Mr. Wilson’s letter will be 
given strong consideration. 


Active Year for Detroit Unit 


The Detroit C. L. U. is preparing to 
establish a bureau to furnish speakers 
for men’s and women’s clubs and will 
sponsor a training course in estate pro- 
tection, taxation and business insurance 


CALLED TO SERVICE 


Capt. W. J. Blythe, San Antonio 
agency manager Occidental Life of 
California, is now on duty at 8th corps 
area headquarters. 

Salt Lake City life men called into 
service include: Carl Lawson, New 
York Life, in the regular army, Fort 
Douglas reception center; P. K. Wells, 
Bankers Life of Iowa, naval reserve, on 
active duty as lieutenant at the ordnance 
bureau, navy department, Washington, 
D. C.; O. F. Andrews, Equitable So- 
ciety, commissioned as second lieutenant 
in quartermaster’s corps, army reserve; 
Sidney DeGrey, American National, 
first lieutenant quartermaster’s corps, 
Fort Francis E. Warren, Wyoming. 

J. F. Gibson, assistant Oklahoma in- 
surance commissioner, has been called 
for service and has been ordered to re- 
port for physical examination to the air 
corps division at Phoenix, Ariz., as a 
non-flying officer. He is a _ reserve 
officer with the rank of first lieutenant. 

Fred Ward, formerly with Lincoln 
National Life, and more recently with 
the insurance department of Tracy Loan 
& Trust Company, Salt Lake City, is 
now on duty as sergeant at Fort Doug- 
las reception center. 

A number of Travelers agents in the 











Omaha territory hold commissions in . 


the armed services. They include: 

Edwin A. Fitzpatrick of Omaha, who 

is a major, quartermaster’s corps, and 
is post intelligence officer at Fort Crook, 
Neh. 
William G. Utterback, of Nebraska 
City, is a major, infantry, attached to 
headquarters, 3rd Battalion, 134th In- 
fantry, Camp Jos. T. Robinson, Ar- 
kansas. 

Herbert D. Gish, of Lincoln, is a 
major, attached to headquarters, 35th 
Division, Camp Jos. T. Robinson, Ar- 
kansas. 

Russell E. Doty of Omaha, a captain 
in the 2nd Cavalry Diyision, Fort Riley, 
Kansas. 

John B. Rosenzweig of Omaha, 
major, field artillerv, 7th Corps Area, 
Service Command, Omaha. 


fo 


running from October to April. The 
Association of Detroit General Agents & 
Managers and the Detroit Association 





of Life Underwriters are cooperating in 
this course. 

Harry N. Phillips, regional group 
manager of Sun Life, is the new chapter 
president; Lantz L. Mackey. Home 
Life, vice-president; J. Randolph Ken- 
nedy, New England, treasurer, and Mil- 
dred E. Ten Brook, Mutual Benefit. sec- 
reary. Mr. Mackey has been asked to 
serve as chairman of the nrogram com- 
mittee. The educational committee 1s 
headed by Mr. Kennedy. 


War Clauses Discussed 
by San Antonio Cashiers 


The San Antonio Cashiers Associa- 
tion held a round table discussion of 
problems presented by war clauses now 
being placed on new business by @ 
number of the companies, with J. R. 
Moody, Equitable Society, presiding. 
Russell Trammel, Lincoln National 
Life, opened the discussion with ques- 
tions as to the applicant’s attitude and 
the assistance which may be offered the 
agent. It was stated that the reasons 
and purposes for which war clauses 
have been introduced will satisfy the 
civilian applicant, but cashiers of com- 
panies which have been writing a vol- 
ume of army business indicated that 
men in the army are not so well satisfied 
with the consequent refusal of some 
army men to accept policies with the 
war clause. 

Those speaking indicated that the 
aviation exclusion rider recently made 
legal in Texas meets with the universal 
approval of men who are either in the 
government aviation service or those 
who fly their personal planes. 


None Removed from Blacklist 


WASHINGTON—None of the seven 
Latin American insurance concerns in- 
cluded in the Treasury’s blacklist was 
among the 45 names removed from the 
list in the supplement issued by the 
Treasury. 


Col. Joseph H. Strong, the dean of 
Chicago general agents, died Tuesday 
after a short illness in Chicago Memorial 
Hospital. He was 87 years of age. He 
was senior member of the Joseph H. 
Strong general agency of John Hancock 
Mutual Life and he had had dealings 
with that company in Chicago about 65 
years. 

Mr. Strong was a native of New Era, 
Pa. He went to Chicago when he was 
21 years old and shortly thereafter ,en- 
tered the insurance business. 

Mr. Strong was at one time general 
agent for United States Life. He became 
general agent for John Hancock Mutual 
about 35 years ago. From the start of 
his insurance career, however, he placed 
business with John Hancock Mutual and 
he always dated his connection with 
that company from the time when he 
first placed dusiness there. He had not 
been active in the business in recent 
years and the agency has been operated 
by Sherman Strong, his son. 











Carl Mitcheltree, vice-president of Co- 
lumbus Mutual Life, has returned with 
Mrs. Mitcheltree from a month’s trip to 
the Pacific Coast. Among other spots 
they visited was Glacier National Park. 
They stopped in Chicago for two or 
three days this week to visit friends. 


RECORDS 


State Mutual Life—Production during 
first seven months exceeded that oj 
parallel period of 1940, Converted term 
insurance during July, which showed 3 
increase over July a year ago of 10,95 
percent, contributed to the paid for gain, 
Submitted business during the final 
week in July was at a rate reminiscent 
of the big production months of the late 
’20’s and early ’30’s. An important con- 
tributing factor is the annual policy. 
holders service months campaign, which 
iS now in its second and final month, 

Thirty agencies show gains for the 
seven month period, with four of the 
first five agencies in volume carrying 
plus signs. The Gerald H. Young 
agency, New York, is again on top. The 
three other plus agencies in the first 
five are the Joshua B. Clark office, Bos. 
ton, the Guy A. Reem agency, Detroit 
and the Morton H. Wilner office, Phila- 
delphia. 

Activity during the policyholders sery- 
ice months, which proved so success- 
ful last month, is reported in detail each 
week by the printed bulletin, “Yoy 
Ought to Know.” Individual perform- 
ances, in policyholder sales or service, 
in prospecting and in new sales, are 
given full credit in the publication 
Each agency contributes its own report 
each week of the previous week's 
activities, 


Guarantee Mutual Life—July writings 
were 10 percent over those of July, 
1940, thus recording the company’s sev- 
enth consecutive 1941 “gain” month, 
The first seven months showed an in- 
crease of 14 percent in both written and 
paid volume. On a paid basis for the 
year to date the leading agencies are 
those of Carl M. Leonard, Tulsa; O. C. 
Nail, Spokane, and Sam B. Starrett, Jr, 
Omaha. 


Bankers Life, Ia—New paid-for busi- 
ness the first seven months was $34, 
486,416, a gain of 9 percent over 1940. 


Sun Life of Canada—An increase of 
approximately 10 percent in new ordi- 
nary business is recorded for the United 
States territory during the first six 
months of 1941 as compared with the 
same period last year. A gain of 20 per- 
cent in Canadian operations is reported. 

In Great Britain, despite the very diff- 
cult conditions and the large drain on 
the agency personnel due to war serv- 
ice, the new business figure shows an 
increase of nearly 10 percent. 

The total increase for the whole com- 
pany in new ordinary business may be 
attributed to the greater consciousness 
in wartime of the value of life insurance, 
a trend which was evident in the experi- 
ence of Sun Life during the war of 
1914-1918. 


Pay on Policy Lapsed in 1925 


The Union Central Life recently paid 
a claim of $1,577 on a $2,000 20-payment 
policy issued June 20, 1911 to an insured 
living in Washington county, Miss. The 
policy lapsed in 1925, at which time 
there was outstanding an indebtedness 
against the policy. It was continued as 
paid-up participating term insurance for 
$1,576 to expire April 4, 1947. The in- 
sured died Jan. 9, 1941, the claim was 
paid to his estate. 
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Insurance Estate 
Is Called Best 


A life insurance estate comes first, 
Miss Frances D. Partridge, national sec- 
retary of Woman’s Benefit, Port Huron, 
Mich, declared in an article broadcast 
in the public relations program of the 
National Fraternal Congress. Miss 
Partridge is N. F. C. past president. 

“The first attention of youth should be 
directed to an insurance estate,” she said. 
“Parents who wish to start their chil- 
dren out on the right foot build for them 
an insurance program in the early years 
and when earning power comes, transfer 
the responsibility to the thrift sense of 
the child who has been taught to ap- 
preciate the value of this kind of sav- 
ings. No matter how small that estate 
may be it is a start in the right direc- 
tion. 


Urges Early Insurance Start 


“Those who do not make the start in 
their early years are still not too late, 
but by far the most successful budget 
of earnings among our young folks is 








WANTED... 


REPRESENTATIVES 
IN YOUR COMMUNITY 


LUTHERAN BROTHERHOOD is 
licensed and operates in 26 states, 
the District of Columbia, and the 
Dominion of Canada. All standard 
forms of Annuities and Life Insur- 
ance Contracts, adult and juvenile, 
are issued. An exclusive field of 
prospects—Lutheran Men, Women, 
and Children. (Representatives must 
be Lutheran.) 

Complete details will be sent on 
receipt of your letter addressed to: 


SUPERINTENDENT 
OF AGENCIES 


LUTHERAN 
BROTHERHOOD 


Legal Reserve Life Insurance for 
Lutherans 
Herman L. Ekern, President 
608 Seeond Avenue So. Minneapolis, Minnesota 


























The 
A. O. U. W. 


of North Dakota 


THE PIONEER OF FRATERNAL 
LEGAL RESERVE SOCIETIES 


Provides All Popular Forms of 
Life and Disability Insurance 


A True Fraternal and a Mutual 
Life Insurance Association 


Home Office—Fargo, N. D. 








first an insurance estate which can then 
be procured at the lowest cost and 
guides youth into a systematic saving 
for the future. Parents do well who 
make this a subject for family conver- 
sation. 

“An insurance estate has aided count- 
less men and women on their journey 
through life and it is the only safe way 
by which the average person can create 
a sizable estate. ery few people are 
able to save enough money for old age 
excepting through an insurance estate. 
This is why millions of men and women 
on this continent devote a large share of 
their earnings to creating this estate. 
Their confidence in this is one of the 
sagas of American and Canadian history. 
They are thereby relieved of the tempta- 
tion to invade their earnings for the pur- 
pose of non-essentials. 


Two Principal Advantages 


“If people could read the future—if 
they knew exactly how long they were 
going to live—if they knew what their 
income would be 10 years from now! 
Not having this occult sense, nor ever 
having the hope of it, the first and saf- 
est protection against that future is a 
savings program which accomplishes 
two purposes: protection for dependents 
in case of death and provision for the 
future in case of life, past the earning 


ays. 

“In all its simplicity to comprehend, 
the insurance estate is mankind’s most 
beneficent thought. Teach this in our 
schools—preach it from the church pul- 
pit, make this true picture a part of 
every child’s perspective on life.” 





Gleaner Life Convention to 
Be at Akron, Sept. 3-4 


The Gleaner Life will hold its conven- 
tion Sept. 3-4 at Akron, O. Headquar- 
ters will be the Portage hotel. 

Delegates from Michigan, Indiana and 
Illinois will join the Ohio membership 
at Akron. 

Registration and sight-seeing trips will 
occupy the first day. In the evening, 
the Lecture Bureau, under the direction 
of Mrs. Donella Beird, will present a 
program, followed by dancing and a card 
party. 

The first business session will be 
Wednesday morning. Memorial services 
will be held in the afternoon, and a team 
of young people will pay the honors of 
the society. Mrs. Ida Kellogg, Rome, 
O., will deliver the eulogy. The dele- 
gates’ banquet will be in the evening 
with a musical program. 

Thursday will be devoted to unfin- 
ished ‘business and the final ceremonies 
will include installation of the newly 
elected officers, with the Bennington 
team as escorts. 





To Vote on Extension of 
Officers’ Terms at Rally 


An effort to give continuity of man- 
agement by eliminating the constitu- 
tional limitation of two terms for offic- 
ers will be made by amendment to be 
proposed at the quadrennial convention 
of Polish Roman Catholic Union to be 
held at Lord Baltimore hotel, Baltimore, 
Sept. 21-26. Joseph L. Kania, now presi- 
dent, is serving his second term. His 
administration has been sound and pro- 
gressive, and it is understood he was 
urged to consider a further tenure in of- 
fice providing the constitutional change 
were made. 

About 1,300 delegates will attend, in- 
cluding most of the principal officers 
from the head office, and probably as 





THE WOMAN'S BENEFIT ASSOCIATION 


Founded 1892 
A Legal Reserve Fraternal Benefit Society 
Bina West Miller 
Supreme 


many visitors in addition. A_ special 
train will leave Chicago Friday, Sept. 19. 
There will be a mass Sunday at Holy 
Trinity church and in the afternoon the 
sessions will start. The Maryland gov- 
ernor is expected to attend and it is re- 
ported Sunday will be declared a state 
holiday in honor of the society. 

The society’s band of 40 pieces will 
head a parade through the streets. There 
will be exhibits of the Girls of Union 
and Boy Scout troops sponsored by the 
society. John Weber of Baltimore is in 
charge of local arrangements. 





Wisconsin Convention of 
W.C.O.F. Draws 500 


More than 500 members of Women’s 
Catholic Order of Foresters attended the 
Wisconsin state convention held in Mad- 
ison. The speakers included Mrs. Mary 
E. Murphy, high chief ranger; Mrs. Fan- 
nie Miller, Minneapolis, high vice-chief 
ranger; Miss Anna E. Phelan, high sec- 
retary; Miss Alice M. Primm, high 
treasurer, all of Chicago; Mrs. Cather- 
ine Helt, Milwaukee, trustee, and Wis- 
consin organizer, and Arthur G. Mur- 
ray, sales director in the head office. 
Mrs. Mary E. Crowley, chief ranger of 
St. Raphael’s court, was general conven- 
tion chairman and presided at the ban- 
quet. 

Treasurer Primm reported the society 
has grown in membership from 364 in 
1892 to more than 66,000 this year and 
insurance funds from $800,000 in 1911 to 
$20,000,000 in 1940. Mr. Murray an- 
nounced there were 32 courts in the 
United States which sold more than their 
quota of insurance and qualified repre- 
sentatives to attend the national conven- 
tion in Glacier National Park near the 
end of August. 


Aid Association State Rallies 


_The Illinois Federation of Aid Asso- 
ciation for Lutherans will hold its an- 
nual convention in Chicago, Sept. 6. The 
Indiana federation will hold its conven- 














Five Modern Legal 
Reserve Contracts 


© Ordinary Life 

@Twenty Payment Life 
@Endowment at Seventy 
@Twenty Year Endowment 
@Family Income 


These contracts are participat- 
ing, and provide all standard 
non-forfeiture options. 





Operating for almost fifty years 
in California, Oregon, Wash- 
ington, Colorado, Idaho, Mon- 
tana, Nevada, Utah, and Wyo- 
ming. 
98% 
Write for particulars to 

PETER F. GILROY, President 


1447 TREMONT PLACE 
DENVER, COLORADO 

















It made an amusing little story 
for the city-dwellers to read over 
their morning coffee—but it spelled 
tragedy for the doctor and his rela- 
tives. Judged hopelessly insane, the 
unfortunate doctor was sent to an 
institution. His family, as with 
most families of doctors, was left 
without income. 


But that particular doctor had 
recognized the vulnerable position 
of a doctor’s dependents. He had 
safeguarded his family against the 
possibility that some day he might 
become unable to pursue his pro- 
fession. A Maccabees $25,000 20 
Pay Life certificate with Income 
Disability was his bulwark against 
misfortune. Today, and as long as 
the doctor continues to be totally 
disabled by his illness, his family 
receives $250 each month and the 
rates will be waived. 


That particular Income Disability 
feature is one which makes the job 
of Maccabees field men easier. They 
know that The Maccabees is one 
of the few insurance institutions in 
the United States and Canada 
which issues Income Disability— 
and that it stands almost alone in 
that it pays $10 per month per 
thousand. 


DETROIT 





Life Insurance PLUS 
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All names used are fictitious, but 
the case is an actual one taken from 
Maccabees files. 


THE MACCABEES 
5057 Woodward Ave. 


MICHIGAN 
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tion in Lafayette, Oct. 26. ¢ 
will be 


Stohlman, national secretary, 
chief banquet speaker. 


New England Fraternalists 


Hold Summer Parley 


John O. Riggs, United Order of the 
Golden Cross, Boston, president of the 
New England Fraternal Congress, pre- 
sided at the summer meeting in Swamp- 
scott, Mass. Representatives from more 
than half of the 20 members of the con- 
gress were present. Some of the associ- 
ations sent three and four delegates. Mr. 
Riggs in his report reviewed legislative 
events in Massachusetts. The congress 
adopted a memorial resolution on the 
death of William T. Eldridge, Cam- 
ridge actuary, who for many years had 
served both the congress and many of 
the societies in it. Mr. Eldridge died 
early in July. Thomas R. P. Gibb, Or- 
der of Scottish Clans, Boston, presented 
the memorial resolution, 

The principal address was made by 
Frank F. Savage, Cambridge actuary, 
long an associate of Mr. Eldridge. Mr. 
Savage outlined methods by which fra- 
ternal societies might serve the national 
defense effort and urged that the organi- 
zation encourage defense activities. 
Charles C. Fearing, New England Order 
of Protection, Boston, secretary, called 
special attention to the National Con- 
gress meeting in San Francisco. 

The annual meeting of the New Eng- 
land Fraternal Congress will be held in 
November, the exact date to be fixed by 
the executive committee. The probable 
date is Thursday, Nov. 13. 


Wolf in New Connection 


Fred J. Wolf, general agent of Aid 
Association for Lutherans in St. Louis 
for many years, resigned to become gen- 
eral agent of another life company in 
that city. 


McAndless and 
N. Y. U. Professor 
on Cincinnati Card 














(CONTINUED FROM PAGE 1) 


N. Y.; W. Bruce Pirnie, Massachusetts 
Mutual Life, Boston; L. Mortimer 
Buckley, New England Mutual Life, 
Chicago, and William T. Earls, Connec- 
ticut Mutual Life, Cincinnati. 

Each of these speakers will dramatize 
an approach that has made money for 
him. 


Career of McAndless 


Mr. Riehle also announced that a spe- 
cial feature of the main sessions would 
be the presentation of the play, “John 
Q. Agent, Esq.,” by Clifford H. Orr, Na- 
tional Life of Vermont, Philadelphia. 
Mr. Orr’s play, which has received 
highly favorable notices in several per- 
formances already given, is a sequel to 
his “Trial of John Q. Agent,” which was 
received with enthusiasm at the National 
Association’s Philadelphia convention 
last year. In contrast to “The Trial,” 
which showed an agent's complete fail- 
ure, the new piece takes up the other 
side of the picture and depicts what the 
professional agent can do for his client. 

Mr. McAndless received his A.B. from 
the University of Michigan, graduating 
Phi Beta Kappa. His early life insur- 
ance experience was with Grange Life 
of Michigan, and then as actuary for De- 
troit Life. He then joined Lincoln Na- 
tional Life, became secretary, then vice- 
president in 1930, first vice-president in 
1934, executive vice-president in 1936 
and president in 1939. He is a member 
of the board of governors of the Ameri- 
can Institute of Actuaries and a fellow 
of the Actuarial Society of America. 

Mr. Nadler took his B.S. from Colum- 
bia in 1922, and, after graduate study at 
George Washington, his J.D. at New York 
University in 1926. Before joining the 
faculty of New York University he was 
research assistant for the Federal Re- 
serve Board, assistant economist for the 


National Bank of Commerce, and chief 
of the Federal Reserve Board’s foreign 
division. He became an assistant pro- 
fessor at N. Y. U. in 1927, and is now 
professor of finance. He is also consult- 
ing economist for the Central Hanover 
Bank and Trust Company. He is the 
author or co-author of seven texts. 

The complete program for C. L. U. 
activities during the National conven- 
tion has been announced by B. H. Wul- 
fekoetter, Massachusetts Mutual, chair- 
man of Cincinnati C. L. U. arrange- 
ments. Activities will get under way at 
12:30, Sept. 16, with the directors’ lunch- 
eon of the American Society of Char- 
tered Life Underwriters in Parlor H of 
Hotel Gibson. The annual dinner meet- 
ing for trustees of the American College 
will follow that evening at 7 o’clock in 
Parlor E. 

On Sept 17, the annual C. L. U. busi- 


ness meeting will open with a luncheon 
at 12:30 in the Italian Room of the ho- 
tel. Arrangements for Sept. 18 include 
the “American College Hour’ on the 
general convention program at 9:30 a. m. 
The Cincinnati chapter will be host at a 
cocktail hour for visiting C. L. -U.’s at 
6:30 in the ballroom foyer, immediately 
preceding the joint dinner meeting of the 
American College and the American So- 
ciety of Chartered Life Underwriters. 
Conferment exercises of the college will 
be a part of the dinner program. Dr. F. 
C. James, vice- -chancellor McGill Uni- 
versity, Montreal, is the principal 
speaker at the dinner, which will be held 
in the ballroom at 7 o’clock. 

Officers of the Cincinnati chapter are 
G. T. Kennedy, Lincoln National, presi- 
dent; J. C. McFarland, Ohio State, vice- 
president; Cra Johannigman, Union 
Central, secretary-treasurer. 








NEWS ABOUT 


LIFE POLICIES 


By JOHN H. RADER 


New Policies, Premium Rates, Dividends, Surrender Values, and all Changes 


in Policy Literature, Rate Books, etc. 
Digest” and “Little Gem.” 
PRICE, $5.00 and $2.50 respectively. 


Supplementing the “Unique Manual- 


Published Annually in May and March respectively. 





Lower Rates on Baltimore 
Life Forms in $2,500 Units 


Baltimore Life is issuing endowment 
at age 85, continuous premium and 20 
payment at premiums lower than its 
ordinary and 20 payment life. This is 
accomplished by setting the minimum 
limit at $2,500, thus spreading fixed 
costs over a large average policy. The 
lower gross premiums for these new 
plans earn a lower dividend but the net 
cost is considerably below the regular 
life net costs. 

Following are the rates per $2,500: 


End. 20P. End. 20P. 

Age End. Age End. 

85 85 Age 85 85 
| $35.35 $58.00 36..... $65.15 $88.95 
Bs 6:00 38.62 61.88 37..... 67.38 91.02 
CDi e.0%8 42.65 66.45 38..... 69.70 93.12 
Sts, .%.2 43.58 67.45 39..... 72.15 95.35 
a 44.55 68.50 40..... 74.75 97.70 
| re 45.55 69.58 41..... 77.52 100.18 
1 46.60 70.72 42..... 80.48 102.78 
| ee Be (RR (| OMS 83.60 105.50 
BE icine 48.90 73.10 44..... 86.95 108.38 
1 A 50.12 74.38 45..... 90.48 111.45 
| eee. 61.42 F068 46....... 94.28 114.70 
| re BOTS TsOe RTS 3 cin’ 98.28 118.12 
30 54.20 78.42 48..... 102.58 121.78 
| Pee 55.80 80.02 49..... 107.15 125.70 
| ee i450 S258 SO. 6... 112.02 129.85 
| ee 59.25 88.88 55..... 141.90 155.22 
ee S120 @b.20 60... 183.98 191.38 
SRG Koo 63.08 87.02 


Annual Dividends Per $1,000 Based 
on 1941 Seale 


Endowment Age 85 
oe ay of following years Tot. 20 


Age 10 15 20 Years 
15 e. 31 > 3 i = < 4 ie 52 $63.95 
25 5.70 76.75 
35 3. 02 3. 70 : 34 6. 33 7. 67 100.11 
45 4.06 5.15 6.96 8.92 10.44 139.74 
55 6.01 7.67 10.04 11.76 13.14 191.76 


20 Payment Endowment Age 85 


15 $2.94 $3.53 $4.61 $5.82 $7.14 $93.40 
25 3.22 3.93 5.24 6.73 8.32 106.84 
35 3.73 4.66 6.38 8.29 10.03 129.54 
45 4.84 6.16 8.23 10.25 12.06 163.18 
55 6.62 8.14 10.51 12.56 14.57 205.06 





New Policy for Hoosier Farm 


Hoosier Farm Bureau Life has re- 
cently adopted a new contract called the 
“defender.” The policy provides $5,000 
face amount to age 65 and $1,000 pro- 
tection thereafter, with premium pay- 
ments ceasing at age 65. 

Premium rates at sample ages are: 
age 20, premium $57.75; 25, $63.25; 30, 
$70.40; 35, $79.90; 40, $92.90; 45, $111.55; 
50, $139.80, and 55, $187.50. 





Mass. Savings Banks Offer 
Immediate Annuities 


‘Single premium immediate annuities 
with no refund are now being issued by 
the savings banks of Massachusetts. 
Varying but a few cents from the 
“standard” rates, the schedule is that 


used by many of the larger old line 


companies. Sample rates are given be- 
low: 

Purchase 

price of an Amount 

Annuity of: purchased 
Age $100 $10 by $1,000 
iF annly mthly. ann mo. 
40 45 $2,291.86 $2,809.05 $43.63 $3.55 
50 55 1,873.73 ,307.30 53.36 4.33 
60 65 1,435.63 1,781.58 69.65 5.61 
70 75 1,013.72 1,275.28 98.64 7.84 
80 85 648.32 - 836.80 154.24 11.95 








Equitable, Ia., Initiates 
Defense Bond Plan 


A plan of Equitable Life of Iowa to 
extend cooperation to home office em- 
ployes wishing to participate in the de- 
fense movement through the purchase of 
defense savings bonds was announced by 
F. W. Hubbell, president, at a meeting 
of home office employes. 

The employes at their option may pur- 
chase the bonds through salary deduc- 
tions extending over a period of seven 
months. The first deduction of 15 per- 
cent of maturity value will be made in 
the month in which the bond is pur- 
chased, and further deductions of 10 
percent in each of the six succeeding 
months. 

Bonds, in denominations of $25 to $500 
will be available at a purchase price of 
75 percent of their maturity value, to 
mature in 10 years. President Hubbell 
stated individual purchasers will re- 
ceive 2.9 percent compound interest 
from the date installment payments start 
rather than from when they are com- 
pleted, and maturity will occur 10 years 
from the month of application instead of 
10 years from time of completion of pay- 
ments. 





Union Central Producers 
Demonstrate Their Fealty 


The producers of the Union Central 


-Life evidently felt that they should in 


some way show their fealty to the com- 
pany following the death of Vice-presi- 
dent Jerome Clark who was head of the 
agency department. Mr. Clark was a 
very capable executive and left the de- 
partment in first-class shape. The com- 
pany had anticipated a slump in business 
for July and August. Applications re- 
ceived the first two weeks of July fell to 
a low level. Immediately following Mr. 
Clark’s death the field men undoubtedly 
felt it incumbent upon them to take an- 
other notch in their belts and go ahead 
at a more rapid pace. Spontaneously 
that seemed to be the thought in the 
minds of all the producers. They de- 
termined to work harder than before in 
the hope that the results of their cumu- 
lative efforts might compensate in some 
measure for the loss the Union Central 


had sustained. Applications the last two 
weeks of July and the first part of Au- 
gust showed an increase of more than 
50 percent over the first two weeks of 


July. In fact, July recorded the second 
largest volume of business of any month 
this year. It was outdistanced by March 
but July was only under that month by 
$10,000. 


Mass. Mutual Booklet Tells 
of 90 Years of Service 


Policyholders’ good will for -Massa- 
husetts Mutual Life’ is fostered again 
this summer by means of a booklet titled 
“90 Years of Dependable Service.” The 
favorable reception and _ widespread 
praise accorded to the company’s mid- 
year booklet, “Six Busy Months,” pub- 
lished in 1939, indicated the advisability 
of repeating this procedure. 

Recognizing the effect of the recent 
depression and current world wide tur- 
moil in disturbing public confidence in 
financial institutions, “90 Years of De- 
pendable Service” tells briefly of the 
organization of Massachusetts Mutual in 
1851 and its tribulations during the early 
years. Following this stage-setting, the 
progress of the company and the suc- 
cession of its seven presidents, from 
Caleb Rice in 1851 to Bertrand J. Perry 
today, is told interestingly. Then comes 
a summary report of the 90 years of 
progress, showing $2,001,461,497 insur- 
ance in force June 1, 1941. 


Actual Experiences 


Not overlooking the good will and 
sales value of testimonials from satisfied 
clients, the booklet is concluded with six 
actual experiences, portraying Massa- 
chusetts Mutual life insurance in action, 
serving policyholders during periods of 
temporary emergency and providing for 
the families of deceased insured. 

Mailing of the booklet to policyhold- 
ers was planned to coincide with the 
90th anniversary of the issuing of the 
first policy Aug. 2, 1851. It is being 
supplied to agents for use among pros 
pects, 








Urban Home Financing 
Record for Six Months 


WASHINGTON, D. C.—Urban home 
financing rose well above the $2,000,- 
000,000 mark in the United States the 
first six months of 1941, it was an- 
nounced by economists of the Federal 
Home Loan Bank Board. There were 

778,731 home mortgages recorded on 
wine property aggregating $2,217,865,- 
000 the first half -year by all types of 
mortgage lenders. This was 13 percent 
in number and 17.5 percent in amount 
above urban home financing in the same 
period of 1940, when there were 689,338 
mortgages amounting to $1,886,998,000. 

Savings and loan associations, the 
largest group of home mortgage lenders 
accounted for approximately one-third 
of this urban home financing with 
263,325 mortgages amounting to $707,- 
517,000. Banks and trust companies 
recorded 169,717 mortgages aggregating 
$552,735,000, while individuals reported 
190,549 mortgages amounting % $368,- 
903,000. 

Insurance companies had 37,355 mort- 
gages for $184,569,000; mutual savings 
banks, 25,155 mortgages valued at $95,- 
705,000; and those not classified in any 
other groups, 92,630 mortgages for 
$308,436,000. 





Northwestern National 
Urges Study of Foods 


Family health defense classes should 
be set up in public and vocationa 
schools to teach American women how 
to keep the family healthfully fed in spite 
of rising food prices and possible scarci- 
ties, it is urged in a study by North- 
western National Life. It is emphasized 
“bottled” vitamins are not a substitute 
for a balanced diet of healthful foods, 
and there is hazard if laymen get ¢* 
aggerated ideas of what they will ac 
complish. 
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Sales Ideas and Suggestions 














Salary Allotment Cover 
Fast Coming Into Its Own 


NEW YORK—With the market for 
substantial policies seriously disturbed 
by the prospect of drastically higher 
taxes and living costs, salary allotment 
insurance is coming into its own in a 
big way. Companies have lately shown 
a tendency to liberalize their rules. 
Some home offices which have been cool 
towards this type of sale are now doing 
their best to promote it. Some very at- 
tractive sales promotion literature is 
being put out. Premiums may be as 
little as $1 a month for each partici- 
pant in most companies. The non- 
medical feature makes the business 
simple to write. ate? 

Cooperation of the employer is vital 
to the success of any plan of salary de- 
duction but it is only a starting point. 
The follow-up work must be thorough 
or the case will become one of the many 
franchises which are installed but which 
never resulted in a policy being written. 


Social Consciousness Heightened 


The increased social consciousness of 
the employers makes it much easier to 
obtain cooperation than it used to be. 
This marked change in attitude is be- 
lieved to be largely due to the intro- 
duction of survivorship benefits into 
social security about a year and a half 
ago. It has taken sometime for em- 
ployers generally to become conscious 


' of what these social security changes 


mean to their workers. 

Employers can be successfully ap- 
proached on the basis that they are 
making substantial contributions on 
their employes’ account—social security 
and unemployment benefits for example, 
and perhaps group insurance—but the 
employe is likely to forget this unless 


| it is made clear to him in an organ- 


_ Tepresentative. 


ized fashion by the salary allotment 
The agent must con- 


' vince the employer that the addition of 


salary allotment insurance will give the 
employe a well integrated insurance 


| program, making it clear how much he 
1s getting in return for the deductions 


which are made from his pay envelope 
and for the contributions which the 
employer is making. Otherwise there 


" is likely to be a feeling on the employe’s 
_ part that even though his compensation 
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a than letting the 


is $25 a week it is really only about $22 
because so much is deducted. 


Requires Special Qualifications 


One reason why so many salary al- 
lotment franchises have been installed 
without any appreciable amount of 
business resulting is that the success- 
ful exploitation of one of these accounts 
requires a special type of agent or one 
Who is unusually willing and able to 


» adapt himself to the peculiar require- 
' ments of 


this work. The difficulty is 
that frequently the amount of business 
written during the first few months and 
perhaps for the better part of a year 
‘Snot commensurate with the amount 
of effort demanded of the agent. 
;' f the agent tries to hurry things 
along by the use of high pressure he 
a roll up quite a bit of business but 
wid get himself in wrong and make it 
a — for him to establish the type 
: y ationship with the personnel which 
- €s these franchises the inexhuastible 
aan of business that they are for a 
pov of resourceful agents. Fre- 
inne ft the agent must at first confine 
elt to one —— much more 
elp get used to having 
wil vous. They must learn that he 
cheerfully study their insurance 





problems and give them the best ad- 
vice he can and will not try to jam any- 
thing down their throats. If he slights 
these opportunities for service on the 
ground that they mean no immediate 
business he is killing future sales. 


Intensive Cultivation Pays 


On the other hand, in spite of these 
pitfalls and the special requirements of 
the work, there is ample evidence cover- 
ing a long period of years which proves 
that it is apparently possible for an 
agent to produce a large and steady flow 
of business from the methodical culti- 
vation of a few salary allotment ac- 
counts. Where a corporation is big 
enough an agent may do his entire busi- 
ness with people in that one company 
and the leads that he obtains from 
them. 

One of the most successful salary 
allotment specialists does business almost 
entirely with officers and employes of 
fire and casualty companies. Nearly all 
of these franchises he installed some 15 
years ago. The influence he has built 
up has been sufficient to stave off po- 
tential competition from general broker- 
age offices which might logically have 
made a play for the salary allotment 
business on the basis of the amount of 
general business they give the home 
office. 


Lightens the Cashier’s Work 


This agent, in addition to being on a 
friendly footing with the personnel of 
his client corporations, makes a special 
effort to simplify the handling of the 
salary deductions for the cashiers of 
these companies. For example, to save 
the cashier’s time he goes over the 
monthly premium statement and notes 
any changes from the previous month’s 
statement. Naturally, this help is 
gratefully received by the cashiers. 

Elmer Leterman, an outstanding 
personal producer and one of the most 
colorful and high-powered agents in the 
business, has been putting more and 
more of his efforts into developing sal- 
ary allotment insurance and is extremely 
enthusiastic about its future, even 
though much of his business has been 
large cases on people in the theatrical 
and entertainment world. He and his 
partner, Dan Friedman, have installed 
some very imposing salary allotment 
cases with such prominent firms as the 
Bond clothing stores, Philip Morris 
cigarette company, Lehman Brothers 
banking house and the Willmark Serv- 
ice System. 


Uses “Secur-O-Graph” 


Mr. Friedman developed the “Secur- 
O-Graph” a four page affair which looks 
something like an insurance policy and 
which sets forth clearly each employe’s 
social security benefits. Messrs. Leter- 
man and Friedman use this‘in their sal- 
ary allotment cases extensively, as it 
demonstrates to the employer the ad- 
vantage of showing the employe what 
is provided for them in the way of old 
age and survivor benefits and makes 
it clear that the employer is contribut- 
ing an amount equal to the employe’s 
contributions. 

Mr. Leterman believed that with the 
cost of living going up sharply and 
taxes being raised so that they will 
pinch many who were not bothered 
before, the salary allotment principle 
will be extremely important in helping 
people budget their insurance expenses 
as painlessly as possible. A man who 





would refuse to take on a commitment 
of $50 or $100 a year would find it 
much easier to handle a dollar or two a 
week and a commitment of this amount 
would not scare him off. 


Employe Relations Open the Way 


The problem of employe relationships 
is on every employer’s mind and sup- 
plies an excellent opening for the sale 
of salary allotment plans, according to 
Mr. Leterman. He has found that it 
is not hard to convince most employers 
that without a properly integrated plan, 
such as provided by a salary deduction 
franchise, they are losing much of the 
credit their employes would give them 
for the contributions they are making 
toward old age, survivorship, and un- 
employment benefits. 

To get quick action Mr. Leterman has 
found it valuable to point out that if 
the employer waits until a competitor 
puts in an insurance plan and the em- 
ployes then begin asking for one the 
employer does not build up as much 
good will as if he installed the plan 
promptly and on his own initiative. Mr. 
Leterman has found the following state- 
ment to a wavering employer to be ex- 
tremely helpful in getting permission to 
install a franchise: — 

“Mr. Employer, before you give us 
your yes or no to this proposition, 
where the destinies of many families 
may be decided, why not find out what 
the employes think of it? Because if 
they want it you’d want them to have 
it. 


Big Market Among Small Firms 


Mr. Leterman believes there is a great 
future for this plan in smaller centers, 
among firms which are too small to 
qualify for group insurance. In this 
connection, he pointed out that some- 
times it is important to start off a case 
with a small number of participants, 
particularly where the firm is so small 
that there is little hope of getting the 
minimum of 10 or 12 which some com- 
panies require. 

Connecticut Mutual, for example, will 
take as few as six, and the John Han- 
cock, with which Mr. Leterman places 
a large amount of his business, recently 
cut its minimum to five. In addition 
to the opening provided by the employe 
relationship problem, Mr. Leterman 
feels that the tremendous acceptance of 
the monthly installment sales idea has 
been overlooked by life companies and 
will continue to be missed if they do not 
turn more of their attention to salary 
allotment plans. 


Deductions Are Voluntary 


When the employer objects on the 
ground that with all deductions that 
are made from the employe’s salary he 
doesn’t want to add any more, Mr. 
Leterman points out that anyone who 
goes into a salary allotment plan does 
so on a purely voluntary basis. Such 
employes are the ones who are the more 
educated to their insurance needs and 
are likely to appreciate that the other 
deductions are also for their benefit and 
do not just mean that much less in the 
pay envelope. 

Equitable Society has long been the 
largest-writing company in the salary 
allotment field, its business in force 
under these plans, not counting any in- 
dividual business growing out of salary 
allotment leads, being sufficient to rank 
as the 70th largest insurance company 
in the United States. Equitable’s staff 
insurance, which is its term for what is 
known elsewhere as salary allotment or 
salary deduction or premium budget 
plans, makes use of a certificate which 
shows the employe all his insurance 
benefits including social security. This 
means a simple programming job and 











constitutes a valuable selling point to 
the employer in making him realize that 
the staff insurance plan brings to his 
employes the services of a trained agent 
who would not be able to afford the 
time to solicit them if he had to do it 
on an individual basis. 


Persistency Has Been Good 


_ Equitable’s experience has shown that 
it 1s necessary to see the right man in 
the corporation, since, except in the 
larger firms it is usually one man who 
has the decision on such subjects. Per- 
sistency of staff insurance has proved 
excellent even after a man leaves em- 
ployment, since he has permanent in- 
surance purchased at an earlier age. 

Sometimes, in a large corporation, a 
staff insurance franchise can be _ in- 
stalled in certain branches or depart- 
ments. When the agent is talking to 
employes he can figure on selling about 
one out of every four he talks to but 
he will have to give service to all four, 
and this means a great deal of work 
before the commensurate returns begin 
to come in. While it is essential to 
have the employer’s cooperation, one of 
the things the agent must do is to over- 
come any lurking fear of employer pres- 
sure. mployes are likely to want 
nothing to do with a proposition if they 
feel it is being pushed on them by an 
employer, no matter how kindly his 
motives. 

The usual minimum face amount 
under salary allotment plans is $1,000 
although some companies will issue a 
$500 endowment policy. 





Using Convention Cards 
to Very Good Advantage 


At some of the agency conventions 
companies get out postal cards that can 
be mailed back to the folk at home 
showing that those going to these 
meetings are the top men of a com- 
pany. Agents mail these back to policy- 
holders and prospects. It increases 
their prestige. For instance, the Aetna 
Life at its recent central division con- 
vention at the Grand Hotel at Mack- 
inac Island had a card with a cut of 
the Grand Hotel at the top and then 
this much on the card: “Scene of the 
1941 Aetna Life sales conference for 
the central regional group. Attendance 
restricted to Regionnaires, Aetna’s most 
outstanding salesmen.” 





Prospects Are Often Found 
Very Close on Hand 


S. T. Whatley, vice-president Aetna 
Life, told at one of the regional con- 
ventions the desirability of looking for 
prospects cl6se at hand and not passing 
anyone by. He spoke of an experience 
that he had when he was manager in 
Chicago. A young fellow from the Re- 
tail Credit Company came probably 
twice a week to see him to get informa- 
tion. His name was E. H. Snow. 
Finally Mr. Snow said to Mr. Whatley: 
“I am very much interested, Mr. 
Whatley, in you. I have been coming 
here regularly for a number of weeks. 
You have been very courteous and ap- 
proachable. You have helped me out 
a lot. You perhaps have studied me 
and wondered whether I would make a 
good agent or not and yet you have 
never said anything to me about being 
an agent.” Mr. Whatley said that this 
led to his employing Mr. Snow as an 
agent. He later became an agency 
assistant at the head office, an instructor 
in the life insurance school and is now 
general agent in Des Moines. Mr. 
Whatley used the example to show how 
people overlook good prospects. right 
near at hand. 
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Mutual Life, Rochester, N. Y.; Arnold, 
William B., district agent, Northwestern 
Mutual Life, Williamsport, Pa.; Ascken- 
asy, Eugene, assistant supervisor, Metro- 
politan Life, New York; Austin, Howard 
A., Jr., agency assistant, Prudential, Kan- 
sas City; Barrett, W. B., district agent, 
Provident Mutual, Ellwood City, Pa.; 
Baxter, Robert P. manager, Rio 
Grande National Life, Houston; Beal, Or- 
ville E., division manager, Prudential, 
Newark, N. J.; Beason, Edward E., John 
Hancock Mutual, Birmingham, Ala.; 
Beede, Merrill G., Asst. general agent, 
Aetna Life, Washington, D. C.; Bennett, 
Richard H., assistant manager, Metro- 
politan, St. Louis; Benton, Greene, Jr., 
New York Life, Nashville; Bevan, James 
J.. New York Life, Little Rock; Blair, 
Howard E., field supervisor, Northwest- 
ern Mutual Life, Rochester, N. Y.; 
Bloemke, Edward A., assistant manager, 
Metropolitan, St. Louis; Bloom, Abe M., 
Metropolitan, Chicago; Blumberg, Joseph, 
Metropolitan, Chicago; Bohlig, Lyle 
M., Equitable Society, Chicago; Boll- 
frass, Herbert B., assistant agency 
secretary, Great Southern Life, Houston; 
Brambir, Milton, Metropolitan, Brooklyn; 
Bryan, Pat O., Southwestern Life, 
Graham, Tex.; Burrell, Frederick D., 
Prudential, New York; Busch, Daniel S., 
Massachusetts Mutual, Detroit; Byrnes, 
George B., Equitable Society, Albu- 
querque, N. M. 

Also: Cameron, George H., Northwest- 
ern Mutual Life, Neenah, Wisc.; Carpen- 
ter, Ralph E., Jr., assistant to general 
agent, Penn Mutual Life, New York; 
Carter, John M., assistant manager, 
Metropolitan, Wichita, Kan.; Charles, 
George L., New York Life, Jacksonville, 
Fla.; Chasselis, Angus, general agent, 
Ohio National Life, Chicago; Cherry, 
Thomas E., Jr., field training instructor, 
Metropolitan, Chicago; Clasen, Hans O., 
state agent, John Hancock Mutual, 
Seattle; Cohn, Raymond E., Southwest- 
ern Life, Forth Worth; Colbert, William 
A., assistant cashier, Equitable Society, 
Seattle; Comins, Franklin C., associate 
general agent, Massachusetts Mutual, 
Flint, Mich.; Compton, Russell L., super- 
vising assistant, Mutual Life New York, 
Grand Rapids, Mich.; Cook, Frankie R. 
(Mrs.), John Hancock Mutual, St. Louis; 
Coppess, Robert R., general agent, Lin- 
coln National Life, Greenville, O.; Crom- 
well, Otis W., assistant manager, Metro- 
politan, Oklahoma City; Cruger, Edward 
J., educational and program director, 
Penn Mutual, New York; Cunningham, 
Arthur K., Northwestern Mutual, Brook- 
lyn; Damon, E. D., Equitable Society, 
Syracuse, N. Y.; Daniels, Donald L., Equi- 
table Society, Boston; Davenport, Ray- 
mond R., assistant director of sales, 
Southwestern Life, Dallas; Douglas, 
Stratford B., Penn Mutual, Albany, N. Y. 

Alsc. Ekdahl, John F., assistant super- 
intendent, Prudential, Newark; Ellowitch, 
Alfred L., superintendent, Prudential, 
Rochester, N. Y.; Emmeluth, William J., 
assistant superintendent, Prudential, Los 
Angeles; Enlow, Ross M., agency or- 
ganizer, Mutual Life New York, Okla- 
homa City; Enoch, E. Ellsworth, assist- 
ant manager, Connecticut General, Chi- 
cago; Evans, Milo H., Massachusetts Mu- 
tual, Cleveland; Failla, Ignatius G., 
Metropolitan, Parkchester, Bronx, N. Y.; 
Feldman, Samuel B., Metropolitan, Brook- 
lyn; Ferris, John, division manager, Pru- 
dential, Newark; Fleming, James F., as- 
sistant cashier, Equitable Society; New 
York; Focer, Frank T., National Life, 
Vermont, Pittsburgh; Frisbie, William J., 


Jr., Metropolitan, Chicago; Garfunkel, 
Jack D., Continental American, New 
York; Garvin, Elmer W., Metropolitan, 


Pittsburgh; Gates, James B., Penn 


Mutual, Little Rock; Godfrey, Samuel, 
manager, Metropolitan, Troy, N. Y.; 
Goebel, William C., district agent, 


Central Life, lowa, Edgerton, Wisc.; Gold- 
berg, Samuel, Metropolitan, Bloomfield, 
N. J.; Goodall, Robert M., Jr., Protective 
Life, Birmingham, Ala.; Gordon, Nathan 
I., Canada Life, Cleveland; Gotch, Frank 
R., broker, Houston; Green, Gardner H., 


Penn Mutual, New York; Gruen, Sieg- 
fried, assistant manager, Metropolitan, 
Elizabeth, N. J. 

Also: Hahn, Erwin W., salary allot- 


ment bureau, Metropolitan, New York; 


Haines, George L., Continental Assur., 
Washington, D. C.; Hamilton, Fred E., 
group supervisor, Metropolitan, New 


York; Hand, Thomas E., supervisor, Con- 
necticut Mutual, Houston; Hanselman, 
Martin H., industrial actuarial de- 
partment, Prudential, Newark; Hanson, 
Randolph A., Metropolitan, New York; 
Harder, Harold L., Metropolitan, Little 
Rock; Herman, Aylmer E., John Hancock 
Mutual, Seattle; Haskins, Harry S., 
Jr., agency supervisor, John Han- 
cock Mutual, Des Moines; Heath, Floren- 
tine C. (Mrs.), Mutual Life, New York, 
Detroit; Henry, John B., Acacia Mutual 
Life, Birmingham, Ala.; Hill, John, head, 
educational division, New England Mu- 
tual Life, Boston; Hine, Henry F., Jr., 
beneficiary and assignment section, 
Metropolitan, New York; Horst, Vernon 
A., assistant manager, Metropolitan, 
Mansfield, O.; Horton, Roy J., Massachu- 
setts Mutual, Detroit; Hoyer, William B., 
underwriter and supervisor, John Han- 
cock Mutual, Columbus, 0O.; Huber, 
Solomon, Mutual Benefit Life, New York; 


Huebner, Werner, Equitable Society, New 
York; Hughes, William E., general agent, 
Mutual Benefit Life, Springfield, Mass.; 
Hurst, Edgar §S., Jr., Lincoln National, 
Dallas. 

Also: James, Kleon, Metropolitan, New 
York; Jarman, John F., Prudential, New- 
ark; Jenkinson, Acis, 3d, University of 
Pennsylvania, Philadelphia; Kaufman, 
Julius, assistant manager, Metropolitan, 
Bloomfield, N. J.; Keiper, Joseph §&., field 
training division, Metropolitan, New 
York; Kelly, I. A., III, Union Central Life, 
White Plains, N. Y.; Kemp, Harvey G., 
Mutual Benefit Life, Oklahoma City; 
Kieselhorst, Mary M. (Mrs.), National 
Life Vermont, Norwalk, Conn.; King, 
Charles J., general agent Midland Life, 
Kansas City, Mo.; K'cin, Lawrence M., 
John Hancock Mut oVlahoma City; 
Kluss, Charles L., © .aecticut Mutual, 
Chicago; Kuhn, Frank E., agency de- 
partment, Equitable Society, New York; 
LaClair, Huston L., manager and under- 
writer, Travelers, Birmingham, Ala.; 
Langston, Lonnie, Southwestern Life, 
Lubbock, Tex.; Lawrence, John W., as- 
sistant manager, Prudential, Kansas 
City, Mo.; Lee, Ingram, agency superin- 
tendent, Union Central Life, Dallas; Lei- 
want, Sidney E., broker, New York; Let- 
ton, Chadwick M., agency organizer, 
Mutual Life, New York, Chicago; Lewis, 
Roger D., Metropolitan, New York; Lif- 
shey, Lawrence L., New York Life, New 
York; Linnell, Milton Haskell, Jr., as- 
sistant manager, Prudential, Paterson, 

. J.; Lipp, Samuel M., Metropolitan, 
Brooklyn; Liss, Leonard E., Metropoli- 
tan, Philadelphia; Little, George W., 
group record department, Metropolitan, 
New York; Livengood, Joe, agency 
supervisor, John Hancock Mutual, Seattle; 
Lord, W. Paul, John Hancock Mutual, 
Mount Vernon, O.; Lundblad, Frank G., 
agency organizer, Mutual Life, New York, 
Des Moines; Lundin, Harry E., instruc- 
tor, Metropolitan, Croton-on-Hudson, 
N 


Also: MacNamee, Merrill W., Equitable 
Society, Chicago; Madden, Arthur A., as- 
sociate general agent Penn Mutual, Jack- 
son, Miss.; Margelis, Max M., Sun Life, 
Canada, New Bedford, Mass.; Marshall, 
Arthur W., Prudential, Salt Lake City; 
Matthews, Paxton, general agent India- 
napolis Life, Dallas; Maw, Earl L., Equi- 
table Society, Salt Lake City; McCarthy, 
George G., Prudential, Newark; McEwan, 
David B., assistant manager, Connecticut 
General, Newark; McLain, William L., 
supervisor Guardian Life, Pittsburgh; 
McWhirter, George H., agency organizer, 
New York Life, Raleigh, N. C.; Meadows, 
Alice L. (Miss), assistant to general 
agent Massachusetts Mutual, Flint, Mich.; 
Michel, Ralph, Metropolitan, Flushing, 
L. I.; Milner, Charles T., supervisor and 
manager, Great-West Life, Flint, Mich.; 
Mon, Paul H., Metropolitan, Newark; 
Montgomery, Doris C. (Miss), supervisor 
National Life, Vermont, Norwalk, Conn.; 
Morgan, Frank B., agency assistant, 
Massachusetts Mutual, New York; Mor- 
ris, Marion C. (Mrs.), department super- 
visor, Union Central Life, New York; 
Morton, Stratford L., general agent, 
Connecticut Mutual, St. Louis; Morvillo, 
M. Victor, Metropolitan, New York; Mul- 


der, John, Jr., Mutual Benefit, Grand 
Haven; Mich. 
Also: Nixon, Clark E., Central Life, 


Ia., LaCrosse, Wis.; Nunnelley, H. Mar- 
tin, Provident Mutual, Birmingham, Ala.; 


O’Donnell, Charles W., assistant man- 
ager, Prudential, Washington, D. C.; 
Oglesby, Robert D., Paoli, Pa.; Oshin, 


Clarence, Mutual Benefit Life, New York; 
Paige, John W., agency organizer, Mu- 
tual Life, New York, Grand Rapids, Mich.; 
Paisley, George F., Great Southern, Hous- 
ton; Phelps, Sidney W., consultant, Sales 
Research Bureau, Hartford; Pierce, Dan 
A., Penn Mutual Life, Little Rock; Post, 
William A., assistant manager Connecti- 
cut General, Detroit; Prettyman, Leigh 
T., Northwestern Mutual, Muskegon 
Heights, Mich.; Quine, John W., Mutual 
Life, New York, New York; Rademacher, 
Harry E., agency department Northwest- 
ern Mutual, Milwaukee; Reece Ralph L., 
assistant to agency manager Equitable 
Society, Oklahoma City; Reem, Glen M., 
manager Guardian Life, Detroit; Reid, 
Elsworth E., manager Acacia Mutual, 


Toledo; Rench, William E., National Life,. 


Vermont, St. Louis; Reynolds, Howard R., 
district supervisor Aetna Life, Fort 
Wayne; Richards, Oliver L., assistant 
manager Metropolitan, Salt Lake City; 
Roberts, Harry M., district manager Re- 
liance Life, Dallas; Roberts, Marshall H., 
manager Reliance Life, Louisville; Rob- 
ertson, Hugh, New England Mutual, Bos- 
ton; Rockwell, J. Hobart, Connecticut 
General, Wellsville, N. Y.; Rose, Vander 
J., Equitable Life, Ia., Seattle; Russell, 
John H., manager agency service Pacific 
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Mutual, Los Angeles; Ruzicka, Victor S., 


field training instructor Metropolitan, 
San Francisco. 
Also: Sallin, Phillip, Metropolitan, 


Pittsburgh; Sandgren, Gilbert L., Metro- 
politan, Elmhurst, L. I.; Savarick, Louis, 
Metropolitan, New York; Schaaff, Charles 
H., general agent Massachusetts Mutual, 
Syracuse, N. Y.; Schneider, Sol, Metro- 
politan, New York; Seeds, Don A., Pa- 
cific Mutual, Phoenix; Sesser, Benjamin 
R., Metropolitan, Cleveland; Shepherd, 
Edwin D., Jr., general agent Connecticut 
Mutual, Houston; Sherer, Charles E., 
general agent Midland Mutual, Pitts- 
burgh; Silverman, Joseph M., Metropoli- 
tan, Washington, D. C.; Simpkins, John 
J., field survey assistant Metropolitan, 
New York; Smith, Horace R., manager 
Jefferson Standard, Houston; Smith, J. 
Carlton, assistant branch manager, 
Southwestern Life, Abilene, Tex.; Smith, 
J. Frank, Massachusetts Mutual, Mem- 
phis; Smith, Richard E., agency organ- 
izer Mutual Life, New York, Seattle; 
Smith, W. Merle, manager Mutual Life, 
New York, Buffalo; Soule, Ernest W., 
Phoenix Mutual, Norwalk; Stanley, Ed- 
ward L., Provident Mutual, Philadelphia; 
Staton, Elzie J., Equitable Life, Ia., Co- 
lumbus, O.; Steer, A. Wesley, assistant 
to general agent and agency cashier, 
New England Mutual, Parkersburg, W. 
Va.; Sterling, Leon, Metropolitan, New 
York; Stone, Franklin A., Jr., Mutual 
Benefit Life, Newark; Stutsman, S. Al- 
berta (Miss), manager women’s depart- 
ment Massachusetts Mutual, Detroit. 
Also: Thach, W. Thomas, general agent 
Mutual Benefit Life, Oklahoma City; Tice, 
Edward P., Jr., underwriter and super- 
visor Midland Mutual, Columbus, O.; 
Trump, Doren E., assistant manager Met- 
ropolitan, Chicago; Turnbull, Knox, Mas- 
sachusetts Mutual, Richmond; Tyson, 


——S 


Jewel W., general agent Massachusetts 
Mutual, Richmond; Ulrick, Frank ¢. as. 
sistant superintendent Prudential, Phijj. 
delphia; Vanmanen, Louis J., Penn My. 
tual, Grand Rapids; Vickery, Hubert im 


Volunteer State Life, Jackson, Migs” 
Voak, Asa field survey departmen} 
Metropolitan, Lakewood, O.; 


al 
Harlan Murch, manager Travelers, But. 


falo; Weber, E. Clare, general agent Fi. 
delity Mutual Life, Cleveland; Weintro, 
Joseph, assistant manager Metropolitan’ 
Trenton, N. J.; Welton, C. Rex, Pruden. 
tial, Madison, Wis.; White, Malcolm Cc 
manager of field training Pacific Mutya} 
Los Angeles; Whitney, Russell C., Cop: 
necticut Mutual, Chicago; Williams 
Frank A., Mutual Life, New York, Ney. 
ark; Wilson, Fred M., branch manager 
Great-West Life, Lansing, Mich; Witten. 
berg, George H., Jr., agency organizer 
John Hancock Mutual, Little Rock. 
Wolfe, Hugo L., broker, Fredonia, N, y: 
Wonderlic, Russell C., agency organizer 
Mutual Life, New York, Buffalo; Works 
Philip O., general agent Penn Mutua), 
Rochester, N. Y.; Wright, Frederick 
Penn Mutual, Boston; Young, Irwin y’ 
assistant manager Metropolitan, Chico. 
pee, Mass.; Zalinski, Edmund lL, 

apency organizer New York Life, Ney 

ork. 





Are with Metropolitan Life 


It was erroneously stated in the last 
issue that Edgar R. Lehman, former 
Metropolitan manager in Milwaukee, 
and F. J. Manning, manager in Peoria, 
Ill, who exchanged posts, were with 
Prudential. Both have been with Met- 
ropolitan for many years. 
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LOS ANGELES 







ROOMS 
555 
BATHS 


from 


$2.50 per day 





CLARK 


15 Minutes from HOLLYWOOD 


ITH the movie capital of the world 

and radio city within the borders 
of Los Angeles, entertainment reaches 
its zenith, Gay nights, laughter and life; 
sunny days filled with thrills and excite- 
ment. Im the center of everything is 
situated the HOTEL CLARK at Fifth 
and Hill Streets. A hotel where you will 
enjoy hospitality to its fullest extent; 
where you will find your every wish an- 
ticipated. Whether you stay in Los An- 
geles for a few days or a month, choose 
Hotel Clark, downtown in the heart of 
‘things. 











ashington ‘ Frost TF tol 


@ Internationally famous as the residence of celebrated 
personages and the scene of world-important events. 
Air conditioned Bedrooms, Restaurants, Public Rooms and 


Lobbies. 


Convenient to Government Departments, 


Transportation Terminals, Theatrical and Shopping Dis- 
tricts, and all other points of interest in the Nation's 


Capital. 


SINGLE ROOMS 
from $4 


The Fir Conditioned 
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WASHINGTON. D C 





DOUBLE ROOMS 
from $6 
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IT MUST BE GOOD WHEN A 





10 YEAR SUBSCRIBER SAYS: 


4’ We watch The Diamond life Bulletins 
more religiously than we do our diet. 
It is too valuable to do otherwise,” 


@ ps a satisfied customer could make 
such a statement — and we have a lot 
of them — as is shown by the fact that 1,162 
Managers and General Agents have con- 
tinuously subscribed to The Diamond Life 
Bulletins Service for 10 years or longer. We 
are rather proud of that record. 


The Diamond Life Bulletins Service will 
give you everything you need and can use 
in the way of selling ideas and statistical 
information. 


Selling ideas — 4500 pages treating every 
Life Insurance selling problem, including 
Tax Insurance, Business Insurance and Es- 
tate Planning. The only complete selling 
encyclopedia covering not only “Advanced 
Underwriting” but all other phases of field 
work as well. 


Statistical Information — A composite rate 
book of 47 leading companies corrected 
monthly. Not announcements of changes as 
given in news magazines, but actual rates, 
dividends, surrender values and policy in- 
formation as shown in company rate books 
and their supplements. 


The Diamond Life Bulletins Service is 
standard equipment in 3,000 Agencies and 
more than a third of this number have used 
the Service 10 years or longer. 


If you have not as yet installed The Dia- 
mond Life Bulletins in your office, it will 
pay you to investigate this Service. Just clip 
and return the coupon. 
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THE DIAMOND LIFE BULLETINS 
420 East Fourth St., Cincinnati, O. 


Please send me full information about the Com- 
plete Agency Service of The Diamond Life Bulletins. 


Name Title 





Company. 





Street. Address 





City. 
















































Vice-President W. M. Rothaermel (left), presenting rate manual No. 1 to D. J. 
Cohn at Pacific Mutual Life’s Sun Valley, Ida., convention. Mr. Cohn is Miami, Fla., 
general agent and leading top star of the Big Tree Club. 


Be Nit be giving a lot. 
wont you give a lit 


E. W. Thompson (left), Maccabees supreme commander, presents $500,000 Indi- 
vidual Producers Club memberships to Max Reicher, New York; E. V. Wood, Dallas; 
Mayer Angstreich, New York, and Nathan Langberg, New York, at the annual con- 
vention in Detroit. 


President A. N. Kemp, Mrs. W. y © 
Rothaermel, wife of the vice-president, i 
and Robert Barkley, Houston, Tex., agent 
at Pacific Mutual Life’s convention a 
Sun Valley, Ida. 


Below: John L. Watts (left), Chicago 
general agent, was the tallest man and 
one of his agents, Samuel Maybish, the 
shortest, at the Pacific Mutual Life’s Sun 
Valley, Ida., convention. 


Thomas H. Cannon, 
high chief ranger of 
Catholic Order of For 
esters, Chicago, is shown 
presenting a $500 check 
from his society to John 
J. Gallery, Jr., vice-chalt- 
man of the Chicago met 
ropolitan campaign com 
mittee of United Service 
Organizations. 





